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‘To Tan or Blister 


There is No Other Way to Profit on 


«Men's Shoes this Summer—Than Tans 


HEN you toss a ball into the creek, be non- broadcast to every merchant in that city the following : 
chalant—toss the club in after it,” is another “A well-known fact among shoe retailers is that men’s 


way of saying, when you have brought a man black shoes far outsell men’s brown and tan shoes. This 
down to one pair of shoes per year in black, be non- makes for less pairs of shoes—fewer shoes sold mean 
chalant, sell him a heavier, blacker pair in summer that _ less turnover and less sales profit. 


will last him for two years. 
There is reason for sarcasm 
after a look at the production 
figures. Every month this 
year shows a decline in men’s 
shoe production, following a 
major decline of seven million 
pairs in men’s shoe production 
last year. If it keeps on de- 
clining it will be horizontal. 
With this pessimistic preface 
we throw the spotlight on to 
two bright spots in America 
not resigned to the slogan, 
“Black shoes for ever.” We 
give credit to the Pittsburgh 
Shoe Retailers’ Association 
and to the retail merchants of 
men’s shoes in New Orleans. 


——f Both, by concentrated effort, 


EET 


are making progress against 
the black wave. 

Wm. M. Laird, Jr., chair- 
man of the Men’s Tan Com- 
mittee of the Pittsburgh Shoe 
Retailers’ Association, has 


“Forty shoe retailers and shoe departments in the 
in this men’s shoe business Pittsburgh district have gone on record to help them- 
selves sell more tan shoes to 
men. 

“It can be done by consis- 


TIME FOR , tent, regular plugging in show- 


ing tan shoes to the customer 
“LIGHTWEIGHTS!” —— nag store—a good display 
hina of tan shoes within the store 
Comfortable-and Ll as well as outside in your win- 

Shoes This Year : 4 er dow display. 
ae “This does not mean that 
you are asked to show tan 
shoes exclusively in your win- 
dow, but put them in a promi- 
nent place where they can be 
seen by the window shopper. 
If you can make an entire 
window of tan shoes so much 
the better. Any way—show 

them. 
5 “Your committee has agreed 
Get Your Light-Tone “Summer Weights” Today! 1 that the week of May 27, 1929, 
Henry Bohne imperial Shoe Store. ae . 

scm el ‘haw PP a Decoration Day Week, shall 
q “os Pan esvnnn goth start this campaign of every 
| Set aetna : one “Pushing Men’s Tan 
[TURN TO PAGE 77, PLEASE] 
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This is Sally James Farnham’s idea of a 
properly balanced shoe. It.can be worn with 
@ shell buckle or a trim lacing. A con- 
cealed goring insures trim fitting across the 
instep 


the almost nauseating use of big names in connec- 
tion with the indorsement of various types of mer- 
chandise. At any rate this new idea, which came to 
J. T. Greenberg, buyer of women’s shoes for R. H. 
Macy & Company, goes all the testimonial stunts one 
better. It is a real idea—practical and workable and 
highly successful as the sales totals well attest. 

Greenberg modestly admits that the idea is his. Where 
he got it, he refrains from telling. However, a short 
time ago he went to the executives of his firm and sug- 
gested that the great store of R. H. Macy & Company 
actually employ well known artists and sculptors to 
design shoes. The suggestion was well received and 
Mr. Greenberg was told to go ahead with it. 


Pit sino the idea grew out of contemplating 


Large .modernistic type posters, with set-in 
shelves formed the background of this win- 
dow display with which R. H. Macy & 
Company began the exploitation of shoes 
designed by famous women 


Neysa McMein’s ideas run largely to sports 
designs. This is her conception of a sport 
moccasin with an upstanding fringe decora- 
tion. Developed in a number of different 
leathers 


The result is a number of shoes designed by Neysa 
McMein, noted artist ; Sally James Farnham, well known 
sculptress and Lynn Fontanne, famous actress and star 
of a number of Theater Guild productions. These are 
names to conjure with—names associated with art and 
culture and carrying with them a tremendous influence 
among women who keep abreast of art and culture. 
The idea was that these women, each noted for her high- 
ly individualistic taste in things artistic could design 
shoes that would be different from those turned out by 
professional shoe designers. Not one of these women 
had ever designed shoes before, but that was no handi- 


‘cap. Art is art, reasoned Greenberg, whether it is 


applied to bits of statuary, the delicate playing of 4 
scene on the stage, or the drawing of a magazine cover. 
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In this evening pump 
Mrs. Farnham has car- 
ried out the idea that 
women want to look as 
well going as coming, 
by repeating the cross 
strap design above the 
heel 


Certain intangible things such as the feeling for line, 
for color, for the proper balance of the completed work 
are more or less innate in artists and finds expression in 
everything they do. 

Mr. Greenberg approached these women with the 
proposition and they welcomed it with joy. They were 
glad of an opportunity to put their own ideas of shoes 
into expression. It might be well to note here that 
women of the type of these three are extremely particu- 
lar about their own footwear. The advertising value 
of women’s shoes designed by artistic women, for women 
of taste is at once apparent. 

By mid-May the shoes were ready. 


women had designed several shoes. They were told that 
nothing spectacular was wanted, and as the designs pro- 
gressed they were checked and changed, where imprac- 


tical—from the shoemaking standpoint—lines or ideas 
had crept in. Essentially, however, the designs were un- 
changed and are the free expression of these women. 

Then followed exploitation of the shoes in large news- 
paper advertisements, in which the designs themselves 
were reproduced and in a large window display, shown 
on the opposite page. 

The advertisement announcing and explaining this 
novel idea read as follows: 

“A studio high over the city of New York. Sky- 
scrapers peering in tall, sun-splashed windows. Here a 
daring oil, there a. golden mirror, a gorgeous Oriental 
—a room rich in color—an artist’s workroom. 

“Scraps of leather, bits of silk scattered about in 


Three graceful leaves 
are used by Lynn Fon- 
tanne to give a smart 
touch to this simple 
pump. One leaf also is 
carried up the back of the 
shoe as added distinction 


Each of the 
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You might know that 
clever Lynn Fontanne 
would design an exotic 
yet practical boudoir 
slipper such as this. 
The heel carries a single 
leaf overlay up the back 


glorious disarray. High heeled slippers that have 
sparkled in the glow of footlights; saucy, provocative 
mules—their original charm still there, but disguised by 
colorful fabrics pasted, or pinned, on their graceful 
shapes. Three famous women have been designing 
shoes. 


‘* AN artist, an actress, a sculptress—women designing 

shoes for women—that was our idea. And, one 
heard them say things like these, ‘I amtrying to design a 
shoe that will flatter a woman’s foot’ . . . ‘Attention 
ought to be paid to the backs of shoes—a woman wants 
to look as well going as coming, you know!’ . 
Camouflage can be applied to women’s shoes—there’s 
nothing more effective than optical illusion to make a 
foot look sizes smaller’. . . ‘The proper balance is as 
important in designing a shoe as in creating a beautiful 
bronze!’ . . . and so-.on. 

“And so, it is not surprising that the shoes they de- 
signed are so individual. They are not spectacular—we 
didn’t want them to be—but, they have the inimitable 
touches of the artist. There are many interesting 
combinations of leathers and colors—one lovelier than the 
next. Shoes for every occasion—sports, street, informal 
or formal afternoon and evening wear. As a frock from 
a great couturier differs from an ordinary dress, so these 
shoes differ from other shoes. And, the discriminating 
woman of good taste will wear them with the same 
satisfaction as she does a frock from Lelong, or a hat 
from Reboux. They are smart—they are flattering— 
and above all, they are individual.” 


Miss Fontanne showed 
her versatility when she 
applied the Maltese cross 
design to the front of 
this slipper. This is her 
idea of camouflage—to 
make the foot look 
smaller 
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The card reproduced above is the keynote of the system described by Mr. Olson. On it, on the first day of every month, 
are entered the number of pairs on hand, pairs ordered and pairs received during the month preceding. To the right of 
that are entered the sales by days during the month. Below is the perpetual inventory of sizes and widths 


Keeping Stock Balanced 


It’s Easy, Says the Author, With This Simple System 


By F. O. Orson 
Shoe Buyer for Silverwood’s, Los Angeles 


STOCKKEEPING system that is simple to operate 
and all inclusive in that which it reveals, is the 
dream of many retail shoe merchants. In the 

case of those stores operating on a budget basis, cer- 
tain facts are considered vital. The method we use will 
very easily supply that data. We believe that the sys- 
tem we use will aid any merchant in keeping a well bal- 
anced stock on his shelves at all times. 

The nucleus of our stockkeeping system is the stock 
record card pictured above. 

This card with metal hangers attached, fits into a 
folder which holds 150 cards. 


A physical stock count is taken the first day of each 
month and the quantity on hand in each style is entered 
in the first column; the quantity on order is entered in 
the second column; and the quantity received, in the 
third column. 

Each day the sales are tallied in the square indicating 
the actual date. At the end of the month, the total sales 
are entered under capition, “Total This Year.” These 
totals are then transferred next year to the column 
captioned, “Sales Last Year.” Red dots indicate sizes 
on order. Straight lines indicate sizes received. Cross- 
ing these lines indicates sales made. 
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From the stock cards the quantity “On Hand First 
of Month” and the “Total Sales” are entered on a re- 
port, showing just what percentage of each type is in 
stock, balanced by actual sales of that type. The 
illustration given below is self explanatory. Note that 
the percentage of golf and sport oxfords on hand first 
of month, actually balances the sales. With this in- 
formation, one not only knows what to buy, but can 
also see that several lines of certain type should be 
closed out immediately : 
No. of No. of 


the items called. for that are not carried in stock. This 
information is complete as to stock numbers, price, and 
size. In case the article is not regularly stocked, a com- 
plete description is given. At the bottom of this “Want 
and Out” slip, the salesman checks the reason why the 
customer bought shoes here. 

The list of incentives are (W) windows, (N) news- 
paper advertising, (T) salesmen from other depart- 
ments, (M) direct mail advertising, (F P) former 
purchase. 





Pairs Pct. Pet. Pairs 
40 Tan Calf 35 


Spring 


“oe < | WantandOut Slip) °”,,_, 


... 17 BlackCalf 28 . 


ss .. | Salesman Floor Date OSTON, Mass. — 








:,. 05 Patent Leath- 08 .. 
er Oxfords 


Over the sporty 
course of the Wollaston 





. 10 Sport and 10 ... 
Golf Oxfords 


Golf Club, one hundred 





. 07 Tan Calf 03 .. 


or more members of the 
New England Shoe and 





Leather Golf Association 





will plod their weary way 





100 TOTAL 


on Tuesday, May 28. 
Into its sand traps will 





To arrive at the per- 


drive about half of this 





centages given above, we 
make two sheets. On 


number, in spite of 
which fact they will 





the first sheet we indi- 


probably win handsome 





cate the total sales for 
each month by types in 


prizes. The occasion is 
the annual spring tourna- 





each price. On the sec- 


ment of the association. 





ond sheet, we indicate 
the total number of pairs 


Players will be divided 
into three classes—mem- 





in stock on the first of 


bers of the shoe manu- 





the month, also by types 


facturing fraternity, 
leather men and mem- 





in each price. 
The next step in stock 


bers of the allied trades. 





control concerns sizes. 


Prizes for net and gross 
scores will be awarded in 





All sizes in shoes of the 
same type are tabulated 


all three classes. There 





on a large sized sheet. 


will be, in all probability, 





We make a separate size 
sheet for each of the Lr 


prizes for best net, sec- 
ond and third best net; 





types listed. When these 


and at least the same 


sheets are finished, we Thi. S slip ust be Lurned mm number : the = 
e score column. e 
peg reg hho lo Li he Cashur each day chances are that there 


sizes in stock in each 
leather, each color, each 








will be even more. 





price, each brand and 
each type. Of course, 


A general invitation to 


This “Want and Out” slip pictured full size, all golf playing shoe and 
‘ is the last step in stock control. Salesmen 
sizes on order are added, enter on this card all items called for which 
making the sheets ready are not in stock. The card also tells why 


leather men, no matter 
what their handicap, has 


for fill-in purchases. the customer entered the store. “W” means been issued by the com- 
The last step in stock that the windows attarcted her; “N”, news- mittee in charge. The 


control is “The Want 


paper advertising; “T”, salesman from other eighteen holes can be 
oe ie department; “M”, direct mail advertising; 
and Out” slip. Sales- “FP.” former purchase, meaning a satisfied 


played any time during 


men indicate on this slip customer the day. 
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Getting More Shoes Sold Right 












What Have We Here? 


HE only new insertion to the tariff schedule, made 

by the Ways and Means Committee, was the item 
of “moccasins, made wholly or in chief value of leather, 
30 per centum ad valorem.” Maybe we were in error 
in our recent story to call it “one trivial item.” Let’s 
study it again. 

An official definition of the moccasin was made in 1924 
by the New England Shoe and Leather Association as 
follows: 

“A moccasin is a type of footwear in which the bot- 
tom, in one or more pieces, extends all the way under the 
foot—at least in the forepart—making the use of inner 
sole and welt unnecessary. 

“The distinction between a moccasin and a shoe is 
that in a moccasin the bottom extends under the sole of 
the foot, either wholly or at least in the forepart, and 
the shape to fit the foot is obtained by pulling the edges 
of the bottom up over the sides of the last and fasten- 
ing them to the toe piece by a seam along the top of the 
foot. Ina shoe the vamp, which is open at the bottom, 
is pulled down over the last and fastened to the sole.” 

This definition has had trade acceptance for years, and 
has been used in the Customs Courts. : 

What interpretation will that same Customs Court give 
to the imported leather sandal with its molded bottom, 
having the fundamental characteristics of the moccasin? 
Does. this. mean that -automatically the imported woven 
leather sandals, with molded bottoms, without insole 
and welt, automatically take the tariff classification, 
leather moccasins 30 per centum ad valorem? 
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No explanation has come out of Washington as to the 
insertion of this moccasin clause. It came as a surprise 
to industry. Perhaps it will prove to be a surprise to 
Czechoslovakia. 


Holding Back for Clearance 


H°c’ do you like the idea of your regular customers 
being trained to hang back and wait for reduced 
prices? The men’s clothing stores are feeling a lull in 
business, when by the calendar, by the season and by 
the weather they should be in harvest. 

For three weeks in June business prospects at regu- 
lar prices will be low—not because of the purse of the 
customer—but because of the habits of merchants to 
advance their clearance sales so that what was once an 
August affair is now eating out the heart of profits in 
June. 

This season has all the ear-marks of being one great 
dumping event, if proper caution isn’t voiced right now. 
Fortunately the shoe business does not seem to be over- 
produced on seasonal shoes, if we are to judge the pro- 
duction figures of January, February, March and April, 
but other industries showing large production totals in 
those months are out for the dollar in exchange for mer- 
chandise profit or no profit. 

Here are a few words of warning that might well be 
passed on to the public: 

“Bargain sales are not always bargains for the cus- 
tomers. It is an excellent rule to beware of such sales 
when advertised by concerns unknown to you or not of 
the highest standing. 

“Look out for so-called ‘fire sales’ and ‘bankruptcy 
sales,’ 

“Be careful of the advertisement that reads something 
like this: ‘We have just purchased from the well-known 
manufacturing firm of (some unknown name), who have 
recently gone into bankruptcy, their entire stock of 
goods, which will be sacrificed at prices far below the 
actual cost.’ 

“Buy of houses in which you have confidence ; when- 
ever possible buy goods whose quality is known to you, 
and never buy anything that you do not really need, just 
because it is a bargain.” 

This is good advice. 
your public. 

























It is needed today—tell it to 








Great Economic Changes 


” HE widening gap between wages and the cost of 
living enables the whole people to become cot- 
sumers of what they produce to an extent never before 
realized. As a people we have become steadily less cor 
cerned about food, clothing and shelter. 
“Our wants now include a broad list of goods and 
services which come under a category of optional pur- 
chases. A largely increased number of families have 4 
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considerable margin of earnings for consumption of this 
type of goods, and it is this margin for which industries 
and service are competing.” 

Here in two sentences we digest the report of the 
committee on Recent Economic Changes in the United 
States. This report released last week is unquestion- 
ably the most important document on “business and 
social change” since the war. 

The committee shows that there has been no change 
in the structure of business, but a tremendous change 
in the speed and spread of business. For example: 

“Invention is not a new art. Transportation and com- 
munication are not new services. The facilitating func- 
tion of finance is older than coined currency. Agricul- 
ture is as ancient as history. Competition is not a new 
phenomenon. None of the changes in distribution on 
which emphasis has been laid in the last few years is 
basically new. Hand-to-mouth buying is old; sudden 
changes in style and demand are familiar; there is no 
new principle in installment selling ; cooperative market- 
ing is no modern discovery; the chain-store movement 
dates back at least 25 years. But the breadth and scale 
and ‘tempo’ of recent developments give them new im- 
portance. 

“The increased supply of power and its wider uses; 
the multiplication by man of his strength and skill 
through machinery, the expert division and arrangement 
of work in mines and factories, on the farms and in the 
trades, so that production per man-hour of effort has 
risen to new heights; the quickening of these instru- 
mentalities through capital provided from the surplus 
incomes of a constantly 
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There is one thing which the economic report does 
not carry to its logical conclusion, because it isn’t a 
matter of mathematics. That is the subject of fashion- 
selection, in which human expression and desire for 
adornment has made the modern shoe an item of eye 
appeal, as well as foot utility. 

We see a place for mass-production and a place for 
selective-consumption. If it were not so we would 
find on the one hand one mill making one type of shoe 
in hundred million pair lots—exit the shoe industry 
as we know it—or on the other hand, selection going 
to that extreme where only custom shops can possibly 
satisfy the whims, vagaries and fopperies of footwear 
fashion—no two shoes alike, no two likes the same. 
There must be balance, and there is. 

There is a place for all forms of production and dis- 
tribution, but the significant thing apparent in the eco- 
nomic changes of the past years has been the increased 
consuming power, demonstrating on a grand scale the 
expansibility of human wants and desires. 

Let us hope that this almost insatiable appetite for 
goods and services, this abounding production of all 
things, which almost any man, woman or child can 
want, will continue, for those parts of industry that can 
survive in this super-production and super-consumption 
period are almost certain to profit proportionately to their 
understanding of the use of the good they make and 
the economic factors that increase the demand. 

There is nothing wrong with the demand for shoes. 


The errors in our industry are in the factors of 
waste and in the lack of 


knowledge of what con- 





widening proportion of 
our people—all these 
represent an accumula- 
tion of forces which have 
long been at work.” 
The shoe industry has 
been greatly affected by 
the economic changes of 
the past six years. The 
shoe industry knew mass 
production prior to the 
general acceptance of 
that term, for the shoe 
lent itself most readily to * 
mass production by its 
coordinated method of 
machinery. The trial 
tests of mass production 
were made in shoe stores, 
for economists looked 
with envy on a business 
in which one type of 
article, in one type of 
store, with one type of 
service — utility articles 
on the feet of the Ameri- 


in part to my Dad. 
(Signed) 


merely from habit. 


The Reason Why 


CHARLES STORES COMPANY 
Winston-Salem, N. C. 

Have been a constant reader of your wonderful 
publication éver since I was a kid. Possibly then 
my attention was confined to the pictures. Now 
I read it from cover to cover. I certainly owe my 
knowledge of shoes in part to the REcoRDER and 


Manager, Shoe Department. 


One might be tempted to think that Mr. Pas- 
man, having begun to read the Boot AND SHOE 
RecorperR when a kid, continues to read it 
But no man reads purely 
from force of habit any business publication 
which does not give him what he needs to know 
in the successful conduct of his store. 
men, it is significant to note, have read the Boot 
AND SHOE Recorver for from twenty to thirty 
years—some even longer than that. 


stitutes real profit. 


Short Stocks 
Ingure Service 


N probably no other 

line of industry is it 
sO mecessary to have 
proper sizes and widths 
in the many different 
styles as in the shoe in- 
dustry. A pretty good 
clue as to the shortage of 
sizes is to be found in a 
visit to a chiropodist. 
And, by the way, it 
is quite generally known 
in that business that 
chiropody parlors are on 
the increase, one promi- 
nent city having more 
foot-care-institutions of 
this sort than it has shoe 
stores in its downtown 
district. 


JACK PASMAN, 


Many 


President. 
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William E. Morgan, himself an old-time professional 
dancer, tells how he built up his business in dancing 
footwear 


VER hear of Bessie Love, Flynn O’Malley, 
Karavaeff, Peggy O’Neil, Bill Robinson? Ever 
see the movie “Broadway Melody?” 


dancing shoes worn by the fore- 
going stars and used in that pro- 
duction came from the College 
Boot Shop, Los Angeles, of 
which William E. Morgan is 
manager. 

The reason for being able to 
corral so much of this business is 
because “Billy” is an old hand at 
the dancing business, having been 
on “Big Time” for a number of 
years. 
At the present time, tap danc- 
ing is quite a fad with many 
movie stars and society people. 
This is their newest way of keep- 
ing fit. Then, high schools and 
athletic clubs have their courses 
in dancing. These are in addi- 
tion to the regular studios that 
number their pupils by the thou- 
sands. Morgan says that more 
than a hundred thousand people 
in Los Angeles and Hollywood 
are taking up dancing. He 





the 
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ad for 


Tie Pacing 


should know if anyone does. “As big cities grow bigger 
and playgrounds get smaller in proportion, children are 
taking more to dancing,” he said. 

Of course he caters to the private schodls and the 
children as well as to the professionals. Just the same, 
it is quite a tribute to him to receive air-mail, telegrams 
and an occasional telephone message from the other side 


of the continent, requesting that a pair of dancing flats 


be sent at once. 


All the 





Joyce Murray, famous dancer in “Broadway 


Melody” 


Many of the professional people place their orders 
from a distance because they want the special aluminum 
sole and heel which Mr. Morgan designs. Having been 


a dancer, Morgan was more inter- 
ested in making a sole that would 
have a clear, sweet sound and 
which would give the graduations 
of tone which all dancers love. 
He understood, from his own 
experience, the advantage of tone 
in putting over an act. So, over 
a period of years, he worked on 
his idea, until it was sufficiently 
advanced to make practical an 
experiment. Then followed a 
long and weary search for a 
foundry that could make them, 
for the Morgan formula called 
for glass to be mixed with 
aluminum. Finally it became 
necessary for the inventor to in- 
stall a small foundry of his own. 

Many novelties have been 
worked out, such as spurs of the 
same composition, which take the 
place of heavy steel spurs and 
also aluminum soles with jingles 
in the toes instead of the heels. 
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The fourteen most famous feet in the country belong to the six Roach rascals playing in Our Gang comedies. 
How do six people have fourteen feet?+- Don’t forget Pete, the dawg. 


Fourteen Famous Feet 


They Show a Weird Accumulation of Misfitted Footwear and 
They Operate In and Around Hollywood, California, 
Raising (ain Generally 


I’ Hollywood there are six small pairs of magic, 


seven-league boots. They belong to the six most 

famous children in the world. They ere worn and 
shabby from the miles they have traveled and the games 
they have played. They carry their young wearers into 
every nook and corner of the civilized world. They are 
the adventure shoes of the six Roach Rascals of Our 
Gang comedies. 

The shoes exactly fit the personalities of their youth- 
ful wearers. From long hours of companionship the 
boots have taken on a part of their child owners’ very 
selves. Every crack, every scratch, speaks of good 
times and adventure shared. 

The shoes of Joe Cobb, eleven-year-old veteran of 
Our Gang travels, seem to speak the language of their 
fat and jolly, little owner. At the end of his roly-poly 
legs, they look surprisingly small. But they are very 
efficient, and carry him about with speed and comfort. 
Like Joe, himself, the shoes are always neat, laced and 
polished as well as the strenuous Gang’ activities will 
permit. 

Then there are the huge and flopping foot coverings 
of dark-skinned Farina, aged eight, a heritage from 
some screen father or older brother. They are many 
sizes too large for their rolling-eyed wearer, but Farina 
wouldn’t be Farina without them. They have shared 
with him so much fun that they are as much a part of 
him as his shining, white teeth. 
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Six-year-old Harry Spear, tough guy of the Gang, 
wears oddly-assorted foot gear, probably gathered from 
mythical ash cans in imaginary back alleys. They don’t 
fit, and one is soiled white canvas while the other boasts 
of former tan kid glories, but they carry Harry on his 
adventures with sturdy reliability. They belong to 
Roughneck Harry just as much as do his patched trousers 
and ragged derby hat. 

Baby Wheezer, the fourth and smallest masculine 
member of this merry troupe always wears tiny, heelless 
oxfords of well-worn tan. In these comfortable cover- 
ings, his four-year-old feet dance merrily in the wake 
of the older Gangsters. 

The shoes of the two little girl Rascals are as differ- 
ent as are their small owners. Mary Ann Jackson, 
freckled-faced and five years old, likes sturdy, brown 
boots, adorned with gay, red anchors, the best of all. 
They are faithful companions in all her impish and 
tomboyish pranks, never failing to bring her safely back 
from her world-wide excursions into adventure. 

Jean Darling, the blonde beauty of the Gang, the 
dainty, little heart smasher of this juvenile troupe, wears 
small “Mary Jane” slippers of black patent leather. 
They aren’t always polished, and the toes are scuffed, 
but they are as daintily inefficient for their hard roads 
as are the high-heeled satins of her older sisters of the 
screen. 

Pete, the dog, doesn’t wear any. 
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Novelty-Corrective in cases where answers are of equal buy a corrective, or staple, shoe. The 
Conthisions M ne value, to prior mailing dates. only a = at — ty oy am te 
are the ones who buy and then hide 
“6 ” TaMpPA, Fra.—R. C. Bell, salesman the shoes. The ones who get ‘burned F 
Double Headers at the Princess Boot Shoppe, says— up’ on novelties have their novelties 4 
OW would you promote wom- “Buy heavily on your staples that you come in in one big shipment, and in i, 
en’s corrective and staple shoes, may have sizes, but buy a little less a few weeks the novelties are not s 
in connection with novelty heavily on novelties. Have your novelty novelties. How can old shoes be new? 
shoes, to make the greatest profit from shoes coming in every ten days, as They can’t now, can they? r 
each type? Our May “advanced mer- you know the word novelty means 
chandising” problem for salesmen has mewness. In order to successfully offer “Every Achievement Is a 
brought a valuable fund of ideas to novelty shoes, you must arrange to re- d: 
the editor’s desk. The first prize for ceive them in ‘spread’ shipments. the Result of Some- i 
excellence of solution is awarded to body’s Enthusiasm” " 
R. C. Bell, salesman at the Princess aes 
Boot Shoppe, Tampa, Fla. The second 1 1 
prize is awarded to Huston R. Taylor, Selling the Society Matron 
salesman at Bunnell & Combs, “Expert (A Recent Typical Episode at Our Store) 
Shoe Fitters,” Evansville, Ind., who By Huston R. Taytor, Salesman at Bun- 
solves this question, playlet-fashion, nell & te, Sees, Ind., “Expert 
citing a typical “double header” sale (Well-known paso oie —— sh 
which he made. Right at the top of orn) y = sa 
the “Honorable Mentions” is Bernard s . “i Mat “You k —— di 
Gerrick, assistant manager and sales- h op y “gr per rae ae tis 
man at The Mary Jane Shoe Store, F cha to Gs Pe ———— m 
Lancaster, Pa. His letter was mailed Sales < l Plee an ted re 
one day later than that of Salesman dam.” (The sal F h ow ‘ sti 
Taylor’s. Preference is always given, etem.” {she eleeman then explains 














It is better for sizes’ sake to 
carry more staples than novelties 















There is no reason why both cor- 
rective and novelty shoes should 
not appeal to the same customer 


Spend 75 per cent of your advertising 
money on your staple shoes, and 25 per 
cent on your novelties. The girls who 
buy shoes purchase them from ads— 
they either see the shoes in your win- 
dows, or on some other girl’s feet. 
“Your windows should show 75 per 
cent novelties and 25 per cent staples. 
The best way to get that extra pair 
sale is to sell mother, who comes 
shopping with daughter, a pair; sell 
daughter a pair, too. Some mothers 
wear novelty shoes, and some girls will 




















































“You can’t satisfactorily show 
staples and novelties in the same 
window” 
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the principles of the special arch shoe 
carried.) 

Society Matron—“Oh, they are prob- 
ably what I need for walking, but just 
now I want a lighter-weight, dressier 
slipper. I like the one-strap you have 
in the window. It seems lighter to me. 
It’s a beige, I believe.” 

(Salesman gets the pattern and fits 
the shoe.) 

Society Matron—“Yes, that’s the one. 
I like it much better.” 

Salesman—“Well, in this store we 
don’t want to merely sell you a pair 
of shoes and never see you again. We 
want you to be so well pleased with 
our footwear that you will come again 
as often as you need shoes. I see you 
have been accustomed to wearing high- 
heeled shoes. In here we always tell 
our customers to use these high-heeled 
shoes for dress only, not for much 
walking. For walking shoes we have 
these special arch shoes, that are ex- 
cellent. Wear them during the day, 
and when you put on your high-heeled 
shoes for dress, your feet will feel bet- 
ter and you will feel better also.” 

Society Matron—“That’s a good 
idea, salesman. I'll take this pair for 
dress and you may fit me in some walk- 
ing shoes also. I wish that more shoe 
stores were like this one and would tell 
people what they ought to do about 
their feet.” 

(The salesman wrapped up two pairs 
—one a walking shoe, the other a 
dainty, high-heeled dress shoe. He 
also made a “repeat” customer.) 


————_—__ 


For More Profit'and 
Pairage 


Uniontown, Pa.—Louis Axelrad, 
shoe salesman at Axelrad’s Shoe Store, 
says—“In addition to separate window 
displays, separate treatment in adver- 
tising and shelving, focus salespeoples’ 
minds on the ‘individuality’ of both cor- 
rectives and staples. Don’t try to sell 
staples to one who asks for novelties.” 



















The smartly dressed woman does 
not respond to the _ shabbily 


dressed salesman 
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Honorable Mentions 


The following participants in 
the Recorder’s May prize prob- 
lem solution—‘How would you 
promote women’s corrective and 
staple shoes, in connection with 
novelty shoes, to make the great- 
est profit from each type?”—are 
awarded “Honorable Mention” for 
the excellence of their answers: 

Bernard Gerrick, assistant man- 
ager and salesman at the Mary 
Jane Shoe Store, Lancaster, Pa. * 

Owen Hensley, salesman at B. 
& O. Cash Store, Temple, Okla. 

John Hodges, salesman at the 
Royal, Inc., shoe department, Sa- 
vannah, Ga. 

Aaron Gluckman, salesman at 
Wise Shoes, Inc., New York City. 

John Neish, salesman at The 
a Shoe Store, Arlington, 


W. S. Parsons, salesman at 
Walk-Over Boot Shop, Lynn, 
Mass. 


7 Wayne Harris, salesman and 
manager at the Rorabaugh-Ken- 
nell Drygoods Co., Newton, Kan. 

N. J. Rosenbaum, 272 E. Main 
St., Kalamazoo, Mich. 

Victor J. Marks, Marks’ Shoe 
Store, Danville, Pa. 

D. W. Hubbard, Ground Gripper 
Shoe Store, Kansas City, Mo. 

Alice E. Perry, Perry’s Shoe 
Store, Gloucester, Mass. 

T. M. Berkowitz, Newark Shoe 
Store, Springfield, Il. 

Herbert M. Jeffries, Spainhour- 
Sydnor Dry Goods Co.’s Shoe 
Dept., North Wilkesboro, N. C. 

John Rockwell, Walk-Over Boot 
Shop, Lynn, Mass. 

S. G. Moss, Ground Gripper 
Shoe Store, Louisville, Ky. 

Louis Axelrad, Axelrad’s Shoe 
Store, Uniontown, Pa. 











A Volume Combination 


LANCASTER, Pa.—Bernard Gerrick, 
assistant manager and salesman at the 
Mary Jane Shoe Store, says: “The fol- 
lowing is my very successful method 
of promoting sales in corrective and 
staple shoes in connection with novel- 
ties: The store in which I am em- 
ployed originally had no intention of 
carrying either correctives or staples, 
but due to the volume through the 
above-mentioned combination we have 
not only increased business here but 
have increased in 16 months this chain 
from three to 15 stores. Here is a 
chart to work upon: 


3-Eyelet Ties 
Patent 
Black Kid - All Year 


Brown 


Plone Spring and Summer 


3-Button Lattice Strap 


Patent 
Black Kid } All Year 
Brown 
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1-Strap 


Patent 
Black Kid — All Year 
Brown 


bear 9 Spring and Summer 


“The amount of shoes necessary is 
very small and will not handicap the 
small store’s working capital. The 
numbers are salable at all times—we 
have had ‘repeats’ in two years’ time 
from customers to the extent of six 
pairs on the same style, which shows 
that there are no P. M.’s. Think it 
over. 

“The following women are among 
the liberal purchasers of ‘corrective’ 
and ‘staple’ shoes: matrons, shop girls, 
office girls, canvassers, saleswomen, 
women with abnormal feet. They also 
wear novelties for dress. The smallest 
novelty shop cannot afford to be with- 
out corrective or staple shoes. It’s all 
‘velvet’ money to the novelty shop.” 





Look Out for Lady Over 30 


ARLINGTON, N. J.—John Neish, sales- 
man at The Hudson Shoe Store, says— 
“The May problem will doubtless bring 
you many ‘Tfs,’ ‘Buts,’ and a variety 
of other answers. I believe that various 
factors enter into the proposition— 
such as cash, space, number of clerks, 
seating accommodations, large town, or 
small town; (if near city) transporta- 
tion facilities. In my case, in a town 
of approximately 25,000 population, 
near, and with good transportation fa- 
cilities to the city. I give high-heeled 
novelties a wide berth—not a heel 
height over 14/8. Sixty-five per cent 
of prospective customers are drifters, 
buying as they see something to suit 
the eye. 

“Go after the business of the woman 
over 30. The young ones are getting 
older every day, and will soon cry 
“Enough of high-heeled novelties.” 
Play safe. Build a reputation and a 
name for your community. 


























There are many “ifs” and “buts” 

in the selling of staple and nov- 

elty shoes. —_ safe” is best 
rule 
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Can you suggest a method of 
making the old stock move as 
rapidly as the new? 


Playing Up Novelties with 
Staples 


Tempe, Oxia. — Owen Hensley, 
salesman at B. & O. Cash Store, 
Temple, Okla., says: 

STOCK: Keep a complete size range 
in every pattern of correctives that you 
carry. Discontinue ahd add new pat- 
terns about every six months, depend- 
ing upon the life of different numbers. 

Be sure not to overbuy on the novelty 
patterns. It is better to have too few, 
than too many. Do not re-order over 
once. Discontinue and add new pat- 
terns as often as possible, at least twice 
a month. 

Keep the correctives in one section, 
novelties in another. Run all similar 
patterns, in the same price range, to- 
gether, according to size. 

ADVERTISING: Consistent adver- 

’ tising of correctives, emphasizing com- 
fort and service plus neat appearance 
and style. Frequent advertising of 
novelties, playing the high style appeal, 
impressing the public with the fact that 
yours is the place to find the most beau- 
tiful of novelties, and the most com- 
fortable and serviceable of staples. 

FITTING: Be sure to fit absolutely 
every pair of corrective shoes. Refuse 
a sale, rather than misfit. Fit the novel- 
ties as best you can, and as near as the 
customer will permit. 

SALES AND MARGIN OF 
PROFIT: Endeavor to sell every 
novelty customer a corrective shoe, ad- 
monishing her to keep her feet as 
healthy as possible. Try to sell every 
corrective customer a novelty shoe for 
special wear. 

Do not have over two clearance sales 
yearly. Let no novelty shoe stay on 
your shelf over six months, nor a cor- 
rective shoe over one year. 

The margin of profit on correctives 
should depend upon the grade, the 
fitting, and style service you offer. That 
of novelties must depend upon the style 


The 


“bargain table” it? 


something new has arrived? 


The above questions have been 
suggested by a merchant, who is 
having a troublesome problem in 
“breaking away” his salesmen 
from the course of least resist- 
ance in pushing the new numbers, 
or numbers that appeal to them. 

On the theory that the profit 
on any pattern is in the last doz- 
en pairs sold, and that a sales- 
man, in order to make a profit for 
the merchant, must do his part in 
selling to within two or three 
pairs of a certain line, what is 

our solution of the above prob- 

m? The salesman who sells six- 
weeks-old, or older, stock with as 
great rapidity as new arrivals 
makes himself so valuable that no 





June Prize Problem Will 
Bring $15 to Retail-Shoe Salespeople 


What would you suggest as the best method of selling a line 
down to the last two or three pairs before being obliged to 


Or 
What would you suggest as the best method of selling, not 
' really “old” stock, but shoes that have been “passed up” 









because 


retail shoe merchant can afford to 
dispense with his services. 

TEN DOLLARS FOR THE 
BEST ANSWER. FIVE. DOL- 
LARS FOR THE SECOND 
BEST ANSWER. 


‘Only men and women actually 
engaged in selling shoes at retail 
are eligible to enter this contest. 
Winners will be announced in 
these columns June 29. 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” ah AND 
SHOE RECORDER, 80 
Street, Boston, Mass., SO THAT 
IT WILL BE’ RECEIVED NOT 
LATER THAN JUNE 17. 








value principally; fitting service and 
durability are secondary. 





Keep Novelties Moving 


SAVANNAH, Ga.—John B. Hodges, 
salesman at The Royal, Inc., shoe de- 
partment, says—“While it is true that 
there is more room on the shelves of 
any store for ten dozens of staple shoes, 
than for three dozen novelties, as far 
as danger in dead stock is concerned; 
on the other hand, the novelty shoe 
must be carried in stock, to meet the 
present-day demand. Keep novelties 

















a coffin.”—John B. 
amyes, The “Reus. Inc., Savan- 
nah, Ga. 


moving fast, with newer patterns 
coming in more frequently, thus pro- 
ducing more sales and increasing vol- 
ume, which will balance up profit on 
the staples.” 

New York City—Aaron Gluckman, 
salesman at Wise Shoes, Inc., 25 West 
Forty-second Street, says: “By cater- 
ing to the buyer of novelty shoes, as 
well as to the buyer of corrective shoes, 
you may be able to prevent competi- 
tion from injuring your business, at 
the same time showing the public that 
you are a live wire as to the style 
trend. This plan will also encourage 
extra pair sales.” 

Lynn, Mass.—W. S. Parsons, sales- 
man at Walk-Over Boot Shop, says: 
“A customer asking for a corrective 
shoe should be shown and sold one. 
Before wrapping up the purchase, the 
salesman should suggest a novelty shoe 
for dress or evening wear, or vice 
versa. 


That “Second” Pair 


Kansas City, Mo.—D. W. Hubbard, 
salesman at The Ground Gripper Shoe 
Store, says: “Instruct salespeople to 
show customers buying novelty shoes, 
corrective shoes for street, for 
shopping, and for foot health. If sales- 
people are tactful, they can always sell 
both a novelty and corrective shoe to 
each customer.” 
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First Prise, Group A.—Trimmed by William R. Chandler of Cromer-Cassell’s, Miami, Fla. 
The use of color is particularly effective in catching the eye and emphasizing beauty 
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Displaying the USE of Shoes 


Prizes for Arnold Glove Grip Windows with 


ERCHANDISE - man- 

agers of stores insist 
that their buyers purchase only 
merchandise for which the 
store clientele can find a 
definite use—and then proceed 
to sell the use of the mer- 
chandise rather than stressing 
the merchandise itself. The 
clever window trimmer either 
shows the merchandise in 
actual use or suggests its use 
in any one of a number of dif- 
ferent ways. 

With these thoughts in mind 
turn your eyes to the two win- 
dow trims on this page, prize 
winners in the Arnold Glove 
Grip window contest held re- 
cently by the M. N. Arnold 
Shoe Co. of North Abing- 
ton, Mass. The entrants were 
divided into two classes—A 
and B. Class A consisted of 


Strongest Selling Appeal 





First Prize, Group B.—Trimmed by Frank Harmon, of 


Mills & Ward, Inc., Seattle. This emphasizes a use 
for the shoes as gifts 


stores or departments in which 
windows are trimmed by pro- 
fessional display men. Class 
B consisted of stores in which 
windows are trimmed by the 
proprietor or by one of his 
salesmen. Cash prizes of 
$100, $75, $50 and $25 were 
awarded in each of the groups. 

The judges of the contest 
were George S. Coulter, with 
William Filene’s Sons Co., 
Boston; George E. Prue, of 
the Jordan Marsh Co., also of 
Boston ; and Arthur D. Ander- 
son, eidtor of the Boor anp 
SHOE RECORDER. 

The first prize winner in 
Group A went to William R. 
Chandler, display manager for 
Cromer-Cassell’s of Miami, 
Fla. In deciding on this win- 
dow, the judges ruled that “the 
selling appeal is very good 
[TURN TO NEXT PAGE, PLEASE] 
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; Kreider Passes On 


Aaron S 


ARON SHENK 
A KREIDER, presi- 
dent and founder of 
the A. S. Kreider Shoe 
Company, and president of 
the National Boot and Shoe 
Manufacturers Association 
from 1913 to 1915, died 
last Sunday, May 19, at his 
home in Anville, Pa., at the 
age of 66 following an ill- 
ness of six weeks. © Mr. 
Kreider had been in failing 
health for more than a year, 
but his death was un-— 
doubtedly hastened by the 
death of his son, Ammon 
Kreider, president of the 
Kreider - Reisner Aircraft 
Company, who was killed 
near Detroit April 13, when 
his airplane crashed. 

Mr. Kreider was well 
known in shoe manu factur- 
ing circles, having been one 
of the earliest and most ac- 
tive members of the National Boot and Shoe Manufac- 
turers Association. He served two terms as its presi- 
dent and then headed its legislative ‘committee for a 
number of years. He appeared at the last annual meet- 
ing of the association in New York in January and at 
the behest of his fellow members gave a little talk on 





































AARON SHENK KREIDER 





the history of the associa- 
tion. During his years of 
steering the legislative com- 
mittee of the association, he 
was instrumental in having 
killed the so-called “Pure 
Shoe Bill,” introduced into 
Congress several years ago. 

Mr. Kreider’s associa- 
tion with legislative matters 
was intimate. For 10 con- 
secutive years, ending with 
1923, he served in Congress 
as Representative of the 
then 18th district of Penn- 
sylvania, which comprised 
Lebanon, Cumberland and 
Dauphin Counties. He was 
president of the Farmers’ 
National Bank of Lebanon 
and head of the Board of 
Trustees of Lebanon Col- 
lege. 

About a year ago the A. 
S. Kreider Shoe Co. was 
split up into a number of 
individual units, each headed by one of Mr. Kreider’s 
sons. While retiring from active work to some extent, 
Mr. Kreider, despite his illness and steadily failing 
eyesight, continued in an advisory capacity and kept up 
his interest in the various branches of the business. 
Surviving him are a wife, three daughters and five sons. 








DISPLAYING te USE «¢ SHOES 


[CONTINUED FROM PAGE 45] 


from a style viewpoint.” Then they added this signifi 
cant statement: 

“The presence of color is quite a determining factor 
in eye appeal to the customer.” 

First prize in Class B went to Frank Harmon, of 
Mills & Ward, Inc. of Seattle, because he had the idea 
of stressing the use of the product. “The quality of 
the display is very good,” commented the judges. “The 
idea of gift giving is featured. The candles and the 
Gothic window indicate the festival period of the year.” 


Second, third and fourth prizes in Class A went to 
H. L. Brandes, display manager for Rothschild’s, Okla- 
homa City; Everett W. Quintrell, display manager for 
the Elder & Johnston Co., Dayton, Ohio, and H. D. 
Lollar, of the Arthur Caddell Co., Paris, Texas. 

The same prizes in Class B were awarded to Frank 
Harmon, Mills & Ward, Inc. of Seattle, Wash.; W. H. 
McClain of Hendershot & Deitsch, Parkersburg, W. V2., 
and E. J. Koutnik of Manitowoc, Wis. 
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Satins and Crepes 
are definitely in the style picture 


for Fall and Winter 





in 
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Shoe Satins and Crepes 


‘**LOOK FOR THE NAME IN THE SELVAGE’’ 
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Style 640— with Spike 
le 630—with Rubber 
~ Sole 


ever before 


so effective 


shoe merchandising 


The tested plan of merchandising the Arch Preserver Shoe for 
men is bringing great results—setting new sales records in the 
shoe industry. Dealers are cashing in to the fullest extent on 
the national magazine advertising, because they are featuring, 
each month, the same shoes advertised in the national maga- ; 77 
zines. For instance, the advertisement in June Vanity Fair, | 
June 8th issue of The Saturday Evening Post, and June 29th Qe , 
issue of Collier’s Weekly, shows the new Arch Preserver Golf P meccoere esa 
Shoe (Georgetown last). And this seasonable shoe will be on ig ee ee eee 
display in Arch Preserver Shoe THE 


stores and featured in local 
dealer advertising, at the very CH PR ESE 
same time prospective buyers 
- are reading about it in the mag- 

azines. Sales oe mead un- SHOE 


STYLED BY WRIGHT 


Shoes Mark the Man 
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E. T. WRIGHT & COMPAN Y, Ine. 


ROCKLAND, MASS. 








BLACK and white sport shoes call 
for black and white striped eyelets 
No. 1600. Diamond Brand Visible 
Fast Color Eyelets are an indication 
that every detail of the shoe has had 
the painstaking care that only the 
expert craftsman bestows. They are 
both decorative and practical. 


\. Unrrep Fast Coror EyeteT ComPANY 
; BosTON, MASSACHUSETTS 





LIGHI-WEIGr 





The lightness of the Celastic Box Toe 
makes it ideal for the Summer-Weight 
shoe. Celastic is flexible across the tip 
line, and eliminates loose and wrinkled 
linings, because Celastic impregnates 
and unites the upper, lining and doub- 
ler into one unit. Shoes equipped with 
Celastic Box Toes feel better, look 
better and wear better. 


United Shoe Machinery Corporation 


Boston, Massachusetts 











THE QUALITY 
BOX TOE 


G/C 
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Run-Over Heels-— 


Do You Know Their 


Cause? 





You know that run-over 
heels are responsible for 
unsightly shoes— 


But did you know that 
wearing off or running 
over of heels on either side 
is a sure sign that your cus- 
tomer’s foot is “off-bal- 
ance”—and needs correc- 
tion—that they cause foot 
aches and pains, arch 
strains, flat feet and count- 





shoe to prevent run-over 
heels and callouses, with 
their succeeding disabilities. 
A boon for the physical 
well-being of the foot, it 
preserves the shape and 
beauty of shoes as well. 


Furthermore—Trimfoot is 
so thin your customer 
hardly knows it’s there! 
Realize what this means to 
you as a shoe dealer— 








less other foot troubles? 


Furthermore, did you know that you can 
provide this correction for your custom- 
ers That you ca: remedy the cause of 
bunions, enlarged joints, distorted toes, 
cramps and burning feet—quickly and 
easily. That you can give your custom- 
ers unusual foot comfort with Trimfoot 
—the amazing new device that regains— 


Heel Balance—the Only Scientific 
Method of Foot Correction 


Because Trimfoot supports in normal 
position the misaligned bones of the feet, 
it is a means for adjusting the sole of the 


Formerly, although the cus- 
tomer’s foot was at fault—you were 
blamed for the shoes breaking down; for 
the discomfort; the resultant aches and 
pains. It meant loss of customer’s good- 
will—loss of future sales! 


Now—with Trimfoot—you simply spend 
a few minutes in properly fitting this new 
device for foot correction, the same time 
you sell the shoes. Foot troubles are 
corrected—aches and pains disappear. 
And your margin of profit is 100% on 
the cost of the appliance! 


In addition—it enables you to sell style 
shoes with desired corrective features. 


Write for Sample—Test Trimfoot at Our Expense! 


We want you to try Trimfoot ; to test its 
ability to correct metatarsal, heel and arch 
troubles. You—as a 
shoe man—on your 
feet 8 to 10 hours 
daily—can best appre- 
ciate the remarkable re- 
lief it gives. Or, per- 
haps you have a favor- 
ite customer who, you 
feel, should try Trim- 
foot. 


Therefore, tell us what 


So thin!— 
You don’t 
Know 

It’s 
There! 


size shoe is worn so that we can send you 

—without cost—without obligation—one 
pair of Trimfoot. Also, 
tell us where foot pains 
most. We want to give 
you complete relief at 
our expense. 


Address Retail Service 
Bureau, Wizard Com- 
pany, 1627 Locust 
Street, St. Louis, Mis- 


souri. 
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TELL ’EM—and SELL ’EM! 


The merchant’s first problem is getting the prospective customer off 
the sidewalk and into the store. 









You say what your window sales mes- 
Sage requirements are—and we supply 
them. 


Attractive window-messages give the 
store its voice, and double the sales- 
pulling value of your window trims. 


Now Ready 
Beautiful June Cards 
Ivory, Orange and Blue 
SINGLE SHOW 


cans” OOF = 


Select any subject below by number 





For June 
Slippers for the Bride 
Shoes for Graduation 


BACH. CHECK 
pe 2s de ORDER, 





Special hand lettered text of your own on card carrying 
two-color design, shown to the right, 85c. each. Available 
to merchants in towns only where there is not an annual 
card service member. 


Smart | 

Joolwear # 
for 

All Cecasions- 














WOMEN’S GENERAL 
No. ~~ Weddings — slippers Ne. Sate @ ae dian aa 
No. 2—Smart and Colorful—semi- rectness, and— 
dress oxfords— No. 9—Efficient feet and a good 
No. 3—Smart footwear for all oc- - hn we are the result— €7 
casions— io. 10 eeping step with shoe i 
No. 4—There is beauty in good fashions is our business— ea 7me 
health —- keep your feet No. 11—Our Quality is our Slogan— 
healthy in— No. I pa be - oT 
MEN’S mencement ‘e—all that " 
is authentically co 
No. 5—The thing for summer— 7H 
featherweight shoes— No. 13—Golf shoes €ce €7 é 
No. ar ~ well—it pays. Ox- 
ords with that— HOSIERY 
omaaumere No. 14—No ensemble is complete 
No. 1T—Mannish Boys’ Shoes—just without flattering chiffon 
like dad’s— hose-— 








N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed 
above card texts, abbreviated here because of space require- 
ments, which better cover their merchandising program. 


Above illustrates one of June cards— 
dainty, colorful. Sure to hold the win- 
dow-shopper’s attention to the trim. 











Printed Price Tickets 
All Regular and Clearance Sale. 


Attractive 











W, 











Hand-Lettered 
Price Ticket 


design, 
black figures—80 dif- 


ferent prices. 


69c to $17.50 


25c per dozen 
6 doz.— $1.25 
12 doz.—$2.25 
24 doz.— $4.00 
Check With Order, 
Please 





Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c. to $14.00—Orange Border 


6-doz. odd lot 


assortment 
$1.10 


12 doz.—$2.00 
24 doz.—$3.50 
12 each of 6 prices 85c 
12 doz.—$1.50 
24 doz.—$2.50 
1 doz. of one price 15 Be 


Cash or stamps 
with order 


eeeeeees oF FOP Peon, 
Fe opie MM IT IA ae 





Comes in either Orange or 
Olive Green Border—Black 


Figures 
(Actual Size) 








| 25, 19 





29 
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a! 


' off 





Border 


Border 


A lot 
nt 


$2.00 
$3.50 


yrices 85c 


$1.50 
$2.50 


price 15. 


amps 
jer 





or 


1 A interchangeable show card monthly service, all sales messages 
different, each month’s cards of different designs and colors. 


—lIt is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. 


10 card service $5.00 6 card service $3.00 


4 card holders 2 card holders 
100 blank price tickets 50 blank price tickets 


ee ee 
cf” Select the No 
Service YouWish— 


Then Mail Coupon 


Service 8 rds (7x11). 
2 Ast Card Holders. 
No. 1 100 Blank Price 


Tickets. 
$4.00 monthly ($48.00 the year). 


‘, 10 7x11”). 
In the panel are brief de- Service 4 Art Card Holders. 


scriptions of the _ several No. 1-B hg Price 
Services we offer. Select the $5.00 monthly ($60.00 the year). 


one you wish. JUNIOR © cards. 2 Art 
Mail the coupon today! Service ill, weeiiers, oF 
50 Blank Price 
ckets. 


$3.00 monthly ($36.00 the year). 
Printed Price Tickets 


Olive green or orange border with biaek 
figures 

12 each of any six prices, 50c. 

per month if wan with any 

annual card service. 


i re 6 


Pet eeeeees eee eeeeeeeeeeeseeeeeee 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, Ill 


Please enter our order for the Recorder “Selling 
Messages” card service No. ‘or one 
year, consisting of cards each month 
and art card holders, with the first month's 
service, beginning a cards for June, for 
which we will pa per year, payable 
$ per ouaeal 
For cash in edvence full year’s service, 5% 
discount. 
& p—ntany be 3 ¥ before iration 

oe $1.00 per —* ditional pare each 
peed 's card service delivered. 
We sell Men’s, Women’s, - a shoes, and 
hosiery. (Cross out lines not carried.) 
We prefer:—(gold) (silver) Card Holders. 














Art Card Holder Base (above) 
Supplied free to annual card service members only. 
| faish, felt 


Stat Fas anole 


Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


Place following name on card holders............ 


peveddbdeecesduekuesedseseenneces (letter plainly) 


Ask us if your town is or may be open 


Printed Price Tickets :— 
$—— $——_ $8 $——- 8—- S-_. 8S 8 -——— 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 


DEE. cic ccuudsdesssoobeswesdsasoueseneees 


(May 25th issue) 
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there. 
street, 
of the 
list. 
Wh 
ae S.” #. ti : The 
Your 
His T en 
them. 
Is Lemper ee 
zance 
Grows Hot od 
Yet s 
While His Coffee Grows Cold notice 
they a 
Good shoes deserve good laces to sustain their eo 
reputation. A shoe lace that snaps, frays or The: 
becomes tipless after short service can ruin tery in 
the regard the customer has for you and the try an 
footwear. Sup; 
Our complete line of glazed, soft-finished and of you 
mercerized laces will win the good-will of your miliar 
customers. The Matson Fabric Tip lends to list 
added distinction to both shoe and lace. a 
zin 
It will pay you to instruct your manufacturer abe 
to use our laces. them s 
to regi: 
. stores i 
SHOE LACE COMPANY, Ltd. os 
610 Manton Avenue Providence, R. 1. § imting 
Manufacturers of commor 
interros 
ACE PONAGANSETT ALGONQUIN J buy— 
F; 
Shoe Laces ion 
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SHOE STORE SERVICE SECTION 


Devoted to Display and Merchandising Methods 
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Why Some Stores are 


HINK of the business street that you pass along 
on your daily rounds. : 


There are, on that short 
stretch, some stores that you hardly know are 


Rssed By 


because evidently these people haven’t been in these 
stores and the windows are chiefly depended upon to 
bring them in. The windows in question may not be ter- 


there. If you were asked to list the stores along the ribly poor. In fact, you may consider them fairly good, 


street, though these stores may not be located at the end 
of the row, you would have them at the bottom of the _ there. 


list. 
Why? 


These stores have failded to 


Your eyes see them daily, 
but your mind is oblivious to 
them. Instead of working 
their way in to your cogni- 
zance they seem to have 
worked their way out of it. 
Yet some people must take 
notice of these stores, for 
they are continuing in busi- 
ness. 

There’s an element of mys- 
tery in the situation. Let’s 
try and clear it up. 

Suppose you ask a number 
of your friends who are fa- 
miliar with this same street 
to list the stores on it. After 
scanning their lists and quiz- 
zing them a little you will be 
convinced that with each of 
them some stores have failed 
to register—but not the same 
stores in each instance. Now, 
why aren’t these people con- 
scious of these stores? Elim- 
inating those not carrying 
commodities which the people 
interrogated would use or 
buy—let’s study the others. 

First critically examine the 
windows. This is the most 
likely place to find the cause, 


Mae @K 10200 


“register” with you. 


though with plenty of room for improvement here and 
These windows, as you find them, may react 


reasonably well on most people, leaving others unim- 


pressed. 
- windows. 











JOTTINGS 
FOR JUNE 


June 1-8—Play up the bride in your trims and 
ads this week. Have at least one good sized 
window devoted to her—showing all the shoes and 
hosiery that she will have use for at the ceremony 
and on the honeymoon. Show some handbags to 
go with the shoes and stress the ensemble idea. 
Incidentally, don’t completely ignore the groom. 
He’s entitled to at least a small window or a unit 
display. He should be emg attired to accom- 
pany the bride. Show him what you can do for 
him. Show bathing slippers. They are a good 
leader item to bring in trade. Call your sales- 
people together and point out how they should be 
working toward getting small lots cleaned out 
and inventory cut down to where you want it by 
the end of the month. 


June 10-15—Now you're in the midst of a color 
season. Bring forward the bright colored numbers. 
Put plenty of weight behind them now, for they 
won’t be so good later. 


Make your play to the graduates in at least one 
window. If you can get the use of some wax 
models for this trim it will help. Hosiery sells 
like hot cakes now. It should have some window 
space. Feature it by the box. Take notice of 
Flag Day (the 14th) with some little special decor- 
ative feature that can be removed after that day. 
Get some special decorations ready for an Inde- 
pendence Day trim to be put in later. 


June 17-22—Let VACATION be the theme of 
your ads and displays. Use some ingenuity in 
getting the vacation atmosphere into your trims. 

Play up the play shoes for kids. Come back strong 
with bathing slippers. And sport shoes, of course. 


June 24-29—The time is about ripe to make a 
big showing of white shoes. Efforts behind 
them now should be pleasingly fruitfu 


How is the stock on summer weights? If there 
is any reason to feel dubious about them being dis- 

posed of in season, give them ay of space now 
E ads and windows. They should be played up 
rather strong ngly in any event, as the summerweight 
shoe is a g merchandising aid toward increased 
pairage per person per year. A travel window now 
would be seasonable. A very good example of such 
a — is illustrated on a subsequent page in this 
section. 

















RAAT AND CUAR PRCAPNEP 


And that, after all, may be said of most 


But check up on how those 
windows look over a period 
of months and years. Are the 
trims changed frequently? 
Does the entire effect of the 
window change each time, so 
that the passerby will in- 
stantly notice that the new 
trim is a new one? Does 
the general color scheme and 
decorative scheme change, 
so that some of the trims will 
attract the people who were 
not impressed by others? 
That, at least, is the moral 
that we are pointing at—the 
importance of frequent and 
pronounced changes. 

How often do the same 
people pass your windows? 
That should have a bearing 
on how often windows should 
be changed. People will stop 
to look at a trim. But will 
they stop again to look at 
the same trim? Wouldn’t 
new items be more likely to 
catch them next time they 
pass? And even should there 
be a dearth of new items 
a new arrangement is always 
possible. 
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GRAND RAPIDS STORE EQUIPMENT CORPORATION 
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D Raprips Store Planning 


and V.quipment.... 


Contributes to the success of another new 
store in the southwest 


This convincing letter from the Brown- 
Dunkin Company of Tulsa, Okla., tells 
you the important part played by the 
Grand Rapids Store Equipment Cor- 
poration in the success of another out- 
standing store. 


It is typical of letters received from 
stores the country over—not only from 
the larger stores, but from thousands 
of small sized stores that know the 


that 
and now 
od, store ognieonass 
cost and write 


in 
this 





value of Grand Rapids store planning 
and equipment. 


If you are trying to do a 1929 business 
with inefficient equipment, if you are 
being baffled and beaten by present 
day competition, if you are seeking a 
solution of perplexing merchandising 
problems, consult our staff of 60 store 
planning engineers, backed by an ex- 
perience of nearly 30 years. Send for 
complete information and literature. 
There is no obligation. Write today! 






Formerly: The Grand Rapids Show Case Company <« Welch-Wilmarth Corporation 





Executive Offices: 





Granp Rapips Store Equipment Corporation, Grand Rapids, Michigan Factories: 
—a Gentlemen: Please send literature and information as Grand Rapids 
regarding your planning service and store equipment. Portland, Ore. 
Branch offices and Pies Balti 
ety altimore 
pre territory City State New York City 
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This window puts across the idea of harmony in shoes, bags and hosiery 


‘Trims Telling the \W hole Story 


Just One Selling Thought in Each 


eye-pleasing arrangement of them—but a com- 

prehensive presentation of the shoe, bag and 
hosiery requirements of a smart wardrobe for travel was 
aimed at and exceptionally well accomplished in this win- 
dow by A. C. Poirier, display manager of the State 
Street shop of I. Miller, Chicago. 

This is one of a series of trims which Mr. Poirier has 
designed for the store—each built around one basic 
thought. One of these trims was devoted to the foot- 
wear requirements of the bride. Another had the Derby 
as its theme. 

The unit depended upon to catch the eye, from a dis- 
tance as well as from close up, is a pictorial center panel 
done with poster colors in modernistic art. In the center 
of this panel ah ocean liner looms up large. The boat is 
surrounded by sketches of an auto, a train, an airplane, 
the Eiffel Tower, a Dutch windmill and other scenes 


Ns just a conglomeration of shoes—not merely an 


suggestive of travel. On a background of canary yellow, 
tones of gray and black predominate in the handling of 
the ship and other subjects. 

The side panels are covered with silver leaf, this being 
complemented by two shades of green in the appliques 
of velvet leaves which are seen against the panels. Blue 
and green lights shining through the sides of these 
panels produced a very pleasing effect. 

The plateaux and stands were of wood in chartreuse 
green and black. 

Further carrying out the idea of travel, Mr. Poirier 
introduced some luggage—a hat box and a shoe trunk— 
into the display and placed merchandise on them. Also 
travel circulars were scattered here and there on the 
floor. 

In the trunk were shown pairs of highly colored kid 
shoes—blues, reds, canary yellows—with bags to match. 
He emphasizes that matching colors in bags, shoes and 
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... the stores with modern fronts and 


modern facilities for merchandise dis- 


' 
play lure the shoppers who daily throng 


the streets of your city. Isn’t it about 
time to give some thought to modern- 


izing your window oo facilities ? 


Kawneer 


STORE FRONTS 


THE KAWNEER COMPANY Name. 
1413 FRONT ST., NILES, MICHIGAN =, 1, 


Send more information about Kawneer 
Bronze Store Fronts. I’m i City. 


ON LT AN. ARCHITECT THE SERVICE IS 








_State. 











929 
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hats is highly essential in the modish ensemble. 

The sign shown at the left is done on a piece of frosted 
plate glass in which slits are cut through which is in- 
serted a piece of tweed dress material which drapes 
down to the floor and on which rests a pair of python 
shoes, showing how well suited these shoes are to this 
sort of dress. The lettering can be washed off this glass 
and it can be used over and over with other materials and 
shoes. 

Evening slippers are shown in the center foreground, 
and with them various rhinestone buckles and heels. 

Sport shoes also are shown, as the woman who travels 
will likely engage in sports such as golf or tennis. 

For formal afternoon wear there are embroidered 
shantungs in blues, beiges, pinks and canary yellows. 

Three boxes of hosiery are shown, to give emphasis 
to the practical idea of buying stockings by the box. 

Mr. Poirier uses floor coverings attuned to the color 
theme of each trim. In this instance the floor was cov- 
ered with a silk chartreuse green shantung. 

While this window is not lar;se and does not appear 
at all crowded, it does suggest the range of footwear 
needs for the traveler. 

It is worthy of note that a large percentage of the 
customers buy bags to match the shoes. 

Many of them bring in swatches of the material used 
in costumes with which the shoes are to be worn. This 
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is a great aid to the satisfactory completion of the en- 
semble. Suggesting it to the public has proved a very 
good merchandising move. 

The illustration at the bottom of this page shows the 
same window as was used for the trim described above. 
The sidewalk is at the left and the store entrance at the 
right of the picture. 

This is an example of what can be done with modernis- 
tic display niches. 

The special background consists of three panels of 
Beaver Board covered with silver paper. This paper is 
in strips of about 6 x 14 in., laid on haphazardly at vari- 
ous angles. 

The framework of the displays is of royal blue and 
the inside of turquoise blue. 

The decorative end pieces are in three shades of 
turquoise. 

The cut-out valance against the special background is 
in royal blue and turquoise. 

The floor is covered with changeable blue taffeta. 

This display is simple in design—but there is thought 
behind it. The effect is decidedly pleasing. 

The designing and construction of displays on the 
order of these is not beyond the scope of “home talent.” 
This brings them within the display budget of stores on 
Main Street. 


% 


Not so expensive as it looks—this modernistic window 
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“Wark-Over SHOES” 
* Style Leaders 


We'd call it a real 
man’s shoe. 


Its swagger swell 
appeals to the young, 
its decided roominess to 


the old. 


You can buy it from stock 
in Brockton or St. Louis, 
No. 1626. 


Geo. E. Ket COMPANY 


CAMPELLO, BROCKTON, A\ASS. 
St.Louis, Mo. 
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Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Rv-diates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 


ree! 


AMERICAN SEATING COMPANY 
1016 Lytton Building, Chicago, Illinois 


Gentlemen: Send me, without obligation, your helpful 32- 
book, ““New Styles in Shop Seating.” een — 











Name 
Address 


C Greater beeuty of finish and design. Am < ling (Company 
Greater durabi “chai —a 1016 Lytton Bldg. § Chicago, Illinois 
Branch Offices: i New York: R. 601-119 W. 40th St. 
Boston: R. 302-69 Canal St. 
_j 
































Philadelphia: R. 703-1211 Chestnut St. 
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Keds’ advertising and merchandising helps or 
. i Sh 

are all practical, proved sales-builders ae 

merc 

Yes, it’s true. Keds’ dealers have an ad- = 

vantage. They have the benefit of live, healt 

alert merchandising helps (see above), na- to tl 

tional advertising, and a national reputation rm 

for through-and-through quality. alert 
B 

Rina reasons why Keds mean sales are oe 

these— of y 

Keds offer the most complete line of canvas psi 

rubber-soled shoes. There’s a type of Keds oldet 

for every purse and person. > 

Keds’ 135 wholesale distribution outlets, Ee sona 

scattered the country over, offer the fastest dl 

manufacturer-to-dealer service obtainable on REG.U.S.PAT. OFF. “C 


any canvas rubber-soled ‘shoe. MADE ONLY BY ru 
“11e1 
stage 


Since Keds are worn by more people than 


any other canvas rubber-soled shoe, the United States @ Rubber Company ag 
repeat-order business is large and steady. 
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all-the-year-round, demand, with rainy-day com- 

plexions and perfumes. So says M. Lelong, well- 
known Parisian couturier. Rainy days call for colorful 
settings—colorful coats and rubber shoe accessories, as 
well as colorful cheeks, to counteract the dull, gray tones 
of the atmosphere. Therefore, the smartly dressed woman 
of today changes her costume to suit her environment. The 
“Before-the-war” idea of old clothes for rainy days has 
disappeared, and has been replaced by the modern thought— 
“Always, must I be in style,” from top to toe, whether the 
skies smile or frown.” Looking “trig” in the rain of 
summer, as well as that of spring and fall, is now the fad 
of the fashionable. 
rainy-day accessories, are chosen to match or harmonize 
with coat shades—all in the tones in which milady looks 
best, and, therefore, in which she feels the best. 


Roses “Rubber-Wear” has come into a new, 


se HATSOEVER things are lovely” is the modern 
woman’s standard of selection 


Light-weight rubber shoes, and other- 


types were used to show over 200 spring and summer cos- 
tumes, including every variety of sports, concluding the 
exposition with a revue featuring the new bathing suits 
and shoes. Of all the sports, in which every woman, rich 
and poor, may with good health results engage, “hiking” 
stands at the top of the list. One may walk in the rain. 
in rubber shoes, and rubber coats, with as much profit 
to themselves, as in the sunshine. For instance, every 
one of the 400 girls at the fashionable Hathaway-Brown 
School in Cleveiand is required to exercise out of doors 
one hour each day, regardless of weather conditions. And 
so, with their sport coats and caps, each girl wears a 
pair of light weight rubber boots. A visitor to “The 
Heights” of the big Ohio city on any rainy day will dis- 
close the fact that these young students are playing soccer. 
or some other one of their favorite games, in rubber boots. 


UT it is with the colorful trench coat of twill, or 
tweed, or whipcord, or jeans, or homespuns, or leather- 
like fabrics, fashioned after the 





in her protective rubber footwear for 
rainy days, as well as in her choice of 
all of the other items of her apparel, 
for rainy, as well as sunshirty days. 
She wants style in rubber-wear, as well 
as utility and health. Those retail shoe 
merchants who are capitalizing on the 
three-fold feminine requirements in 
rubber footwear of style, utility, and 
health, are moving their rubber stock 
to the tune of quicker turnovers. The 
color appeal is important. For in- 
stance, beauty shops have long been 
alert to selling rainy-day cosmetics. 
Beauty shop managers recommend 
rouges and powders with some shades 
of yellow in them for rainy days, for 
the reason that they give the face a 
sunlight glow. The sub-deb and her 
older sister see to it that their make- 
up kits contain several tints, in order 
that they may achieve a “glorified” per- 
sonality, with their clothes as a color- 
ful background. 


“ OLORS AND CLOTHES,” the 
title of the second semi-annual 
Filene Studebaker Style Show, recently 








swagger top-coat of the army officer; 
or light-weight rubber coat, in “smart” 
pattern, that the light-weight rubber 
galosh, in tones to match the coat is in 
biggest demand. The light weight 
rubber coat and galosh are wanted by 
the junior modern and her mother, for 
hiking and for town wear, in the rain. 
To these users of the light-weight 
rubber shoe accessory of the summer 
rain coat may be added the big army 
of business women who like to bustle 
about on rainy days, as well as on fair 
days, in a rubber shoe and coat that 
have a style appeal, as well as the ap- 
peal of utility. The well-dressed woman 
has always been confronted with the 
problem of keeping her feet and ankles 
dry, yet trim, in wet weather. She 
likes to look as “stylishly shod” in the 
rain, as in the sunshine. She likes to 
protect her new leather or fabric shoe; 
from the mud and wet of the summer, 
as well as that of winter—and this she 
can accomplish by means of the light- 
weight rubber shoe in a wide variety 
of shades. 

Those retail shoe merchants who are 








staged at the Studebaker salon, Boston, 
stressed the selling value of personality 
in its connection with colorful cos- 
tumes and their accessories. Over 30 
living models, representing girls of all 


Summer 


Rubber-Wear for 

Days. The galoshes are very light in 

weight — They harmonize with the 
“swagger” trench coat 


getting a greater individual stock turn- 
over than 1% to 2 times on their rubber 
shoe stock are selling “Summer Rubber- 
Wear for Rainy Days.” 


Rainy 
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Style 7105—Imitation Turn 
Pat. Lea. ‘‘Eleanor’’ Pump 
580 Last—11/8 Covered Heel 


Price, $3.60 




















Style 712S8—Imitation Turn 





Style 5720—Turn 

















Pat. Lea. “‘Lola”’ Step-in Pat. lea. ‘‘Eleanor’’ Pump 
*— 78 Last—10/8 Covered Heel 578 Last—10/8 Covered Heel + 
2%-T—AA-O—Price, $4.50 Price, $3.60 








* * a 
IN-STOCK! 


Now Comes June, 
the Month of Happiness 


Preparations for graduation 
mean pretty clothes and pretty 























eerie Tateglet am shoes for all the young. Then’s Serle 7110_inieation Tare 
573 oo Covered the time to see that your Dress 573 es ot Covered Heel 
$ Turns for Girls are smart, one ee 
* * refined and perfect fitting— * > a 


and that’s the kind of shoes 
we have specialized in for many years. 
These five styles are real sellers. How are 




















your sizes? 
Sizes and Widths of Imitation Turn Stock Shoes 
AAA—4%-7 ~- 
New Boston Salesroom ye ya aN KEEP IN STEP 
Room 518, Statler Bldg. Terms—1%-30 days WITH YOUTH 
BURDETI z 
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Trave 
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SHOE COMPBARNY = 
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The Value of the Children’s Ensemble 


By MARIE FINNERTY 


Stylist for Colella & Leighton, and New England 
representative for F. S. Elam and E. & B. Shoe Co. 


Ensembling has helped every department of every store 
in the country, the shoe shop included. Why not en- 
semble the kiddies’ shoes and costumes? 

We have ensembled everything—from face powders, 
on the street floor, to pajama suits on the top floor, for 
the ladies. Some one has well said—“Whoever originally 
thought of the ensemble idea ‘hit upon’ the best merchan- 
dising plan in years.” Some stylists, with a genius for 
merchandising, began to talk ensembling many seasons 
ago; shoes were included in the discussion, with the result 
that the well-dressed woman today includes in her ward- 
robe a pair of shoes to match, or correlate with her every 
costume. 

The ensemble idea is just the stimulus which the chil- 
dren’s shoe business needs. Up until almost now, the 
average mother would buy a pair of patent leathers for the 
child, just before Easter; a pair of sneakers for summer 
wear, and either a black, or a tan shoe, for school wear. 
Mothers saw in the windows just black and tan, or patent 
leather, high or low shoes. At the present time, they may 
note every color and pattern of grown-ups’ shoes—the 
only difference is in the last. 

The first stage in shoes in their relation to kiddies’ feet 
is the out-growing condition. The young child out-grows 
shoes faster than it out-wears them. The second stage 
is that of “wear-out.” The child wears them out faster 
than he out-grows them. The next stage isthe “play- 
rough” stage. Mother's chief thought is to get a shoe 
that is as sturdy as possible. Mother is not giving very 
much consideration to “ensemble” at these various periods 
of selection of children’s shoes, unless her attention is 
called to the ensemble idea. 





Carl P. Ortlund S. Z. Sands 



























ARL P. ORTLUND, Past Secre- 

tary of the Iowa Shoe Travelers’ 
Association, excerpts from whose talk 
before the recently held Northwestern 
Shoe Retailers’ Convention, appeared 
in last week’s issue of the RECORDER. 
S. Z. Sands, whose picture appears at 
the right was also B noe in the 
above-named Des oines “Get To- 
gether.” Mr. Sands was_ recently 
elected Vice-President of the Iowa 
Shoe Travelers’ Association. He is 
also Secretary of the Shoe Travelers’ 
Auxiliary of Iowa. K. B. Newcomer 
is President of the Auxiliary, and was 
likewise active in all of the “doings” 
of the Northwestern’s 1929 national 
“meet.” 





HIL EHRLE, who represents the 
Grosvenor Shoe Co., Worcester, 
Mass., has recently returned to the Pa- 
cific Coast from Salt Lake City, and 
reports a “wonderful business.” 








a 


SAM N. JUNEAU, president of the 
Southern California National Shoe 
Travelers’ Association. writes that this 
organization is progressing satisfac- 
torily; and that the plan of offering 
two cash prizes to the associate member 
who will secure the most applications 
for membership during 1929 is work- 
ing out to good advantage. Mr. Juneau 
is now on his fall trip for the Freeman- 
Beddow Shoe Mfg. Co. of Beloit. He 
anticipates attending the Pacific North- 
‘west Shoe Retailers’ Association Con- 
‘vention, which will be held at the Mult- 
nomah Hotel, Portland, June 3-5. He 


@e& 190899 


rPpnn 


also expects to attend the San Fran- 
cisco convention, to be held July 15-17 
- the St. Francis Hotel, San Fran- 
cisco. 


RED W. SMALL, vice-president 

Ault-Shackford Co., has recently re- 
turned to the Auburn, Me., plant after 
a successful month’s trip, covering the 
principal cities of Michigan, Pittsburgh, 
Cleveland and Chicago, and is busy 
building samples for early fall trade. 
After a few weeks at the factory, he 
will be off and away again to see his 
trade with his new footwear creations. 
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Congratulations to 
“Illinois Shoedom” 


PEORIA, ILL.—Congratulations 
to “The Illinois Shoedom,” which 
recently made its appearance in 
the trade, published under the di- 
rection of Frank P. Meyer, in the 
interests of the retail shoe mer- 
chants of that State. It is an in- 
teresting “sheet,” printed in bul- 
letin fashion; its first issue con- 
sisted of five pages. In this edi- 
tion, the Illinois Shoe Retailers’ 
Convention, to be held at Spring- 
field, June 17-19, is “highlighted.” 
Every retail shoe merchant in II- 
linois is invited to send a few 
lines on any pet topic that he de- 
sires to write about to the editor, 
Miss Dean, 228 South Adams 
Street, Peoria, Ill. 
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- Euucate your customers~ 


With the Aid of Your Local Baby Doctor 


We are prepared to work with the doctors in your community, furnishing them with data 
and, if necessary, with samples of the three lasts and a description of the Ideal plan. We 
furnish also, without charge, prescription blanks for doctors’ use in referring mothers to 
you for certain Ideal Shoes which they recommend. 


In short, we have worked out, after months of study, a complete, well-rounded plan, unique 
in the baby shoe field and quite too complete and too elaborate to explain in detail. 


“*IT urge you to take full advan- 
tage of this opportunity and pledge 
the sincerest co-operation of this 
organization in the great work of 
preparing babies for their 65,000 


mile walk through life.'' lo XS ZD 
. Val 


MRS. DAY’S IDEAL BABY SHOE CO. 


Factory and General Offices, Danvers, Mass. 


New York Chicago St. Louis San Francisco 
387—4th Avenue 323 West Jackson Blvd. 1307 Washington Ave. 49—4th Street 


This is the doctor’s sample case of 
IDEAL BABY SHOES 





Showing the three lasts in soft, intermediate and hard soled shoes. 
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ERNARD 

J. Coens, who 
travels Illinois 
territory for The 
Lape & Adler Co. 
of Columbus, 
Ohio, has long 
been the type of 
traveling salesman 
who is unable to 
eall on his cus- 
tomer-friends as 
frequently as 
these merchants 
want to see him. 
Possessed of those 





Barney Coens 
qualities of heart and head which in- 


sure him a welcome wherever he is 
truly known, Barney Coens dignifies 
those activities in which he engages. 
He has always been prominently iden- 
tified with the work of the Chicago 
Association of Shoe Travelers, and in 
1925, was a member of its board of 
governors. His early association with 
the shoe oe tes back to the 
days of N. B. Holden & Co., former 
Chicago retail merchants; he was 
subsequently associated with the retail 
branch of “the craft,” under his own 
name on Jackson Boulevard. He later 
became a member of the retail shoe 
concern of Ruppert-Coens, located in 
the MeVicker Theater Building. It 
was but natural that Barney Coens 
should devote his commercial activi- 
ties to the promotion of interests in 
the footwear field, for his father John 
Coens was a shoemaker in Quincy, IIl., 
and even now at the advanced age of 
84 years still maintains a shoe repair 
shop at Quincy. A _ brother, ed 
Coens, has for many years been con- 
nected with the Chicago shoe trade, 
only recently assuming the shoe de- 
artment management of K lee 
rothers Co. A second brother, Henry 
Coens, has long conducted a barber 
shop in the Great Northern Building, 
Chicago, and counts hundreds of shoe- 
men among his patrons. Mr. Coens 
has always had a strong spirit of 
regard for, and cooperation with his 
“brother man.” He is prominent in 
Knights of Columbus work, with which 
organization he has long been affili- 
ated, and has served on the degree 
team of that association in all of the 
leading cities of the United States. 





PRED RENK, of Detroit, with the 
assistance of George Gorman, who 
represents the Freeman Shoe Co. in 
Michigan, is a with the 
Michigan branch of the N. S. T. A. in 
the formation of a local in the above- 
named State. Mr. Renk writes Na- 
tional headquarters that he and his co- 
workers are looking forward to the 
time when Michigan will have a na- 
tional convention of the shoe travelers, 
and with that aim in view are taking 
steps to as active an immediate pro- 

am as possible. If a Detroit local is 
ormed, Mssrs. Renk and Gorman be- 
lieve that ter attention will be 
drawn to t city and the members 
thereof will thus be better able to “put 
over” a big N. S. T. A. meet in the 
metropolis made famous by Henry 
Ford, in the near future. 





HARLES GROSSMAN is “Pilot” 

now in Indiana for the F. M. Smith 

Shoe Company, Milwaukee. He sells 
men’s welts at a price. 





Travelers’ Association 
for Illinois? Certainly 
—A Good Thing 


By Frank P. Meyer, Pres. Illinois 
Shoe Retailers’ Ass’n 


PEORIA, ILL.—Several times 
in the last few months it has been 
suggested to me that the sales- 
men covering the state form an 
Illinois Shoe Travelers’ Associa- 
tion, affiliated with our other asso- 
ciations. It is my firm belief that 
this organization, to assist the 
Illinois Shoe Retailers’ Associa- 
tion, can accomplish great things. 
In Indiana, the conventions are 
sponsored entirely by the travel- 
ers’ association, and I understand 
that they are very successful. 
Then, surely, the combination 
working in a State where so many 
wonderful shoe stores are situ- 
ated, and with so many successful, 
independent retail merchants, can 
accomplish profitable results. 
Should the retail shoe merchants 
and shoe travelers of our State 
think this a good plan, I am sure 
that an organization of this kind 
can beformed at the coming con- 
vention, June 17-19. 











AM PATHEY, well known in cen- 

tral western territory, recently 
joined the sales force of the Bob Smart 
Shoe Co., Milwaukee manufacturers of 
smart shoes for young men. Mr. 
Pathey recently visited Milwaukee 
headquarters to obtain his samples. 








A “Bathing Beauty Bunch” of 
three, awaiting the opening of 
the new Krupp & Tuffly store, 
Houston, Texas. The man on the 
top of the rock, to the left, is 
Clint Clark, with H. W. Merriam 
Shoe Co.; Jim Estes stands at 
the right, with hand on Clint’s 
shoulder. Jim sells the N. B. 
Thayer & Co. line. Lenny Bur- 
dett, who represents the Bur- 
dett Shoe Co. is in the fore- 
ground. 
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E. ARNOLD, 
* who has 
been traveling for 
Dunn McCar- 
thy, Inc., featuring 
Enna Jettick shoes, 
since the liquida- 
tion of the old 
Thomson - Crooker 
Shoe Co., which 
concern he has rep- 
resented for a 
number of years, 
has recently been 
appointed field 
manager for Dunn 
& McCarthy, Inc. Mr. Arnold will per- 
sonally visit the large towns in Ala- 
bama, — Louisiana, Arkansas 
and Texas. e will be assisted by 
Charles K. Wheeler, Harry Mambert 
and L. B. Tatum. 





T. BE. Arnold 





N4?! BERKOWITZ, who represents 
the Lampe Shoe Co. of St. Louis 
on the Pacific Coast, left California re- 
cently for a trip to the Missouri fac- 
tory, where he is assisting in designing 
some special patterns which will appeal 
“to the celebrities“ of Hollywood. 





E MIL GOLDMAN, Pacific Coast rep- 
resentative of the Marlboro Shoe 
Co., Marlboro, Mass., is on a business 
trip to the New England factory. Mr. 
Goldman makes his headquarters at 
——y 673, Hayward Hotel, Los An- 
geles. 





D. L. CLARK, one of the best 
known shoe men, covering the mid- 

dle and Northwest territory, has joined 
the Interstate Shoe Company’s sales or- 
ganization, and will devote his time and 
attention to establishing agencies on its 
line of Prop-her Arch shoes. There is 
no man today covering this territory 
Set is any better known or liked than 





EUBEN H. MITCHELL, treasurer 
of the Mitchell-Welch Shoe Co., of 
Lynn, who covers the big-city trade for 
his house, was recently re-elected presi- 
dent of the Oxford Club of Lynn. 





HE Illinois Shoe Travelers are 
working earnestly to insure a good 
attendance at the Springfield Conven- 
tion, to be held June 17-19. It is re- 
rted that dozens of traveling men 
ave interviewed as many as 40 retail 
shoe merchants in their respective ter- 
ritories, and that almost to a man, 
these retail shoe merchants have stated 
that they would not miss this “Get- 
Together” no matter what the cost is in 
time, or in money. 





RANK HIGGINS, salesman for Bell 

Bros. Co., operating several facto- 
ries in Maine, is back from another trip 
to Texas with another optimistic report 
of the rise of the Lone Star State. 
“Shoes and styles and plenty of both 
is what they want in Texas,” says he. 
“The smarter the style the more they 
like it. Texas seems bigger each time 
I visit it. I'll make it strong and say 
that Texas is bigger each time I go 
there. Its merchants are selling an as- 
tonishing quantity of shoes. But in a 
few. years, at the rate they are grow- 
ing, they will sell a multitude more.” 





“NORGE” 
Special Process 
B-8S24— White Calf 


B-118—P atent Leather 
with Black Calf Strap. . 


“REGENT” 
Special Process 
15/8 Spanish Heel 
4.35 
4.35 


8-600—Patent Leather .. 
B-610—Black Satin .... 


Goodyear Welt 
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“IVENA” 
Special Process 


B-446—wWhite Kid, White 
Lizard Calf Trim 85. 


B-949—Black Kid, Black 
Moire Calf Trim 4 


a a atent Leather 

Calf Tri 4.85 
B-2653—French Beige Kid 

with Ivory Porcupine 

Calf Trim 5.25 


Nautical Blue Kid 


B-948— 
with Blue Lizard Trim.. 5.50 


“REGENT” 
Special Process 
19/8 Heel 

B-448—wWhite Kid 
B-496—Nautical_Blue Kid 5.00 
B-998—Silver Kid 
B-944—Patent Leather .. 
B-115—Black Calf 


4.35 


Whites—Sport Shoes 
and Newest Summer Materials 
You can increase your business with these styles— 
Order today! 


Whites— Woven Leathers—Sport Shoes 
Ready for Immediate Shipment 


“ALPHA” 
Special Process 


B-134—White Calf $4.85 


“CLARE” 
Special Process 

22/8 Heel 
B-555—White Kid 
B-224—White Satin 
B-289—Silver Kid 
B-572—Patent Leather .. 
B-573—Black Satin 
B-574—Light Black Calf. 4.25 
B-250—Suntan Kid 








orders of less 





Twenty-five cents additional fo 
than three pairs. 








THE MENIHAN COMPANY 


Makers of Menthan Arch-Atd Shoes 


In-Stock Department 


Write for Agency Proposition 


May 25, 1929 


“SPEAR” 
Special Process 
B-825—White Kid with 
Combination Strap of 
White Lizard and White 


“CLARE” 
Special Process 
15/8 Heel 
B-226—White Satin .... 
B-285—Silver Kid 


Goodyear Welt 








“SPOOR” 
B-163—White Elk 


Duflex Rubber Sole and Heel 





ROCHESTER, N. Y. 
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Conflicting Tariff Views Presented 
to Committee Delay Caucus 


N.-S. R. A. Puts in Strong 
Plea for Retention of 
Free Hides and Skins 


WASHINGTON, D. C.—So conflict- 
ing were the views on the tariff 
presented to the Republican members 
of the Ways and Means Committee 
in executive session late last week, 
that a general Republican caucus, 
scheduled for Saturday, has been 
postponed indefinitely. 


The split on tariff views among the 
boot and shoe people has become wider 
in the last week. As reported, the 
original draft of the new tariff bill 
keeps hides, skins, leather and shoes on 
the free list. Some of the trade, at 
the executive session last week, re- 
newed their pleas for a duty on shoes, 
but the maintenance of hides and skins 
- on the free list. Others pleaded for a 
duty on hides and leather with a com- 
pensating duty on shoes, and still 
others want the bill to go through as 
originally drafted, that is with hides, 
leather and shoes all on the free list. 

Representative Stafford of Wiscon- 
sin asked the committee to put a duty 
of 10 per cent on hides and 20 per cent 
on leather. Representative Sloan, 
Nebraska, put in a plea for 5 to 6 cents 
a pound duty on green hides and 7 to 9 
cents on cured hides. Cooper of Ohio 
urged an adequate protection for calf 
and kip leathers with a compensatory 
duty on shoes. He recommended no 
specific rates. Andrew of Massa- 
chusetts and Clark of New York 
recommended a duty on shoes if hides 
and leather are subjected to a° duty. 
Mrs. Rogers, representative from Mas- 
sachusetts, presented data and argu- 
ments for duties on hides, leather and 
shoes, and Representative Taber of 
New York argued for no duty on any 
of the three but urged that if hides 
and leather are made dutiable, that 
shoes be protected also. 

Strong pleas for the retention of 
hides and skins on the free list were 
made by the National Shoe Retailers 
Association to Chairman Hawley. 
Scores of individual shoe retailers, at 
the behest of the national association, 
sent telegrams to their representatives 
demanding that hides and skins remain 
undutiable. 








To Establish Shoe Salon 


San FRAncisco, Cau.—(UTPS)— 
Sommer & Kaufmann announce their 
plans for a Sommer & Kaufmann shoe 
department in the main store of Roos 
Bros., at the corner of Market and 
Stockton Streets, San Francisco, the 
department to occupy all of the third 
floor in the annex recently purchased 
by Roos Bros., adjoining their struc- 
ture on the east. The new shoe salon 
will be next to the women’s ready- 
to-wear department, which is located 
in the main building. 


Napier Closes One 
of His Shoe Stores 


MINNEAPOLIS, MINN.—(U T PS)— 
With the end of the week, Napier’s 
Booterie at 721 Nicollet Avenue closed 
a $4.75 self service sale. After 10 
years Napier is closing its first loca- 
tion in the city. The explanation is 
that although offered a new lease at 
a specific figure the store room was 
leased at a figure that is higher to 
another retail firm, after Napier had 
bought his spring stock. The result 
is that the business will be continued 
at Napier’s Costume Booterie, 909 
Nicollet Avenue. In addition to the 
higher priced creations that have al- 
ways been sold there a new service is 
added. The same stocks and Brooklyn 
turn lines offered at 721 will be sold 
alongside the higher priced goods with 
the luxurious settings that have al- 
ways marked the Costume Booterie. 


Remodeling Department 


Los ANGELES, CAL.—The main floor 
shoe department of the May Co. is 
being remodeled and enlarged. By 
June 1, according to Buyer J. H. Fer- 
foros. everything will be completed. 

ew paneling around the store col- 
umns, and in front of the shoe racks, 
new carpets, and new chairs will make 
this department one of the best on the 
coast. Just previous’ to going East, 
Mr. Fergerson summarized his sales, 
as usual. He finds that so far this 
year the sales of shoes retailing from 
$12.50 to $20 have doubled over the 
previous year. In the $6 and $10 
grades, the volume is about the same, 
so that the large gain shown this year 
is almost wholly on the better shoes. 
An “increasing tendency toward low 
heels in all grades is noticed. 





Ohio Valley Officers 
All Re-elected for 1929 


COLUMBUS, OHIO—AIl officers of the 
Ohio Valley Shoe Retailers Associa- 
tion were re-elected at the annual 
election last week which came at the 
close of the three-day convention which 
the shoe dealers held here in conjunc- 
tion with the Ohio clothing and dry 
goods associations. The officers are: 
Earl T. Smart, Marion, Ohio, presi- 
dent; George Bunn, Salem, Ohio, first. 
vice-president; John Rosino, Sandusky, 
Ohio, second vice-president; Cleve C. 
Hall, Youngstown, Ohio, third vice- 
president; L. M. Wright, Springfield, 
Ohio, treasurer, and C. E. Dittmer, 
executive secretary. 

The following directors for three 
years were elected: William Ayers, 
Huntington, W. Va.; Howard E. Nay, 
Wheeling, W. Va.; E. L. Helfrich, Ash- 
land, Ky.; Walter B. Sweet, Warren, 
Ohio, and Paul Crawford, Lima, Ohio. 


New Plymouth Dep’t Open 


MINNEAPOLIS, MINN. (UTPS)—The 
Plymouth Clothing House, one of the 
oldest furnishing stores for men and 
women, has completed removal from the 
Plymouth Building across Sixth Street 
at Hennepin Avenue. The shoe de- 
partments occupy the rear end of the 
main floor and part of the basement 
for the lower price goods. Ten feet 
space is being added to the main floor 
department by taking in a vacated 
store in the rear. A new feature is 
that the store is open evenings. The 
Plymouth had previously opened an 
annex with main floor shoe department, 
several weeks before the removal. 


Store to Expand 


St. PauLt, M1nn.—(UTPS)— 
Schunemans & Mannheimers, which 
has one of the leading shoe depart- 
ments of the city, has affiliated with 
Consolidated Retail Stores, Inc., St. 
Louis, the building and half the stock 
remaining in the hands of the owners. 
A physical extension program is to be 
undertaken at once. 


New “Fashion” Bootery 


Lone BeacH, CaL.—(UTPS)—The 
Fashion Bootery, Inc., recently opened 
a shop at 239 Pine Avenue, Long 
Beach, with Mr. Scarney as manager. 
This firm, of which M. Siegel is presi- 
dent, operates shops in Oakland, 
Portland, Tacoma, Seattle, Bellingham, 
and Spokane also, featuring women’s 
fashionable shoes at $5. 
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OLD FRIENDS 


Op friends to know. 
Old books to read. Old wood to 
burn. Old lawns to walk on. And 
let us add to this list of things that 


time improves—old shoes to wear. 


But they must be shoes that had 
it in them to grow old. The Lotus 
Veldtschoen Shoes will be the poss- 
ession of years. Watch them take 
the polish, and mingling the polish 
with the stains of grass and earth 
and weather, get the complexion of 
an old violin. A possession did we 
say? Yes, and a prize and a pride 


as well. 
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LOTUS SHOES 


Lorus SHOEs Inc.,130 West 42nd Street, New York City 


You can buy Lotus Shoes from— 


Armishaw’s, 107 West Park Street, R. H. Fyfe & Co., Detroit, Mich. 
Portland, Oregon. — Abercrombie & Fitch, Madison Avenue, 
N. Hess & Sons, Inc., 8 EastBaltimore St., New York City. 
Baltimore, Md. Browning, King & Co., 1 East 45th St., 
Garwood’s Boot Shop, 2233 Shallach New York City. 
Avenue, Berkeley, Cal. A. H. Geuting Co., 1230 Market Street, 


Jordan Marsh & Co., Boston, Mass. Philadelphia, Pa. 


* 
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Cc. P. FORD & CO. 
ROCHESTER, N. Y. 





apoli: 
wauk 
Inc., 

apoli 


The beauty of Springtime is embodied in 
Ford Footwear. 


Without sacrificing this beauty, our 
experts created ARCHETYPE—a scientifi- 
cally correct shoe, with its corrective features 


skillfully hidden in lovely styles. 
Let us tell you more about ARCHETYPE. 


C. P. FORD & CO., INC. 
ROCHESTER, NEW YORK 


Detroit Office: Burns-Gray Bldg.—Ray Wegman 
Chicage Office: 1815 Republic Bldg.—Ray McCarthy 
New York Office: 441 Marbridge Bldg.—Jack Galway 
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Retail Trade Still 
Needs Good Weather 


CINCINNATI, OHIO — Things are 
rather quiet around retail shoe stores 
due to unfavorable weather conditions. 
Rain fell twelve of the first fifteen days 
of May and sales dropped off consider- 
ably. Merchants don’t seem to be the 
least bit alarmed, feeling sure that 
a few sunshiny days are all that is 
needed to stimulate sales. 

In the $10 field, tan, beige and black 
are leaders while some of the $4 to $6 
retailers report the more flashy colors, 
like red and green to be doing well. 
Snake shoes and those trimmed with 
snake are popular in all grades and 
some stores intend featuring tan and 
beige snake through summer. 

helves are well stocked with cut- 
outs and sandal-effects, but these have 
not started moving to any extent. 
Merchants are confident, however, that 
all cut-out patterns will be wanted 
within the next two weeks. Light- 
weight galoshes have been selling dur- 
ing the rainy season and it is thought 
that a fairly good protective footwear 
business will be enjoyed through sum- 
mer. 





Roth Succeeds Bryson 


MINNEAPOLIS, MINN. (UTPS)— 
George Roth, one of the best-known 
shoe men in the Twin Cities, goes to 
Dubuque, Iowa, and D. D. Bryson, also 
a popular retailer, returns to Minne- 
sota. Mr. Roth succeeds Mr. Bryson, 
who has been buyer for the main floor 
and basement shoe departments of 
Roshek Bros., Dubuque, and Mr. Bry- 
son will vegetate at his northern Min- 
nesota summer home, some 100 miles 
north of the city. Mr. Bryson’s resig- 
nation is effective June 1. 

Mr. Bryson was several years in the 
shoe departments of John W. ‘Thomas 
& Co., Minneapalis, and Schuneman & 
Evans, St. Paul. He has been in Du- 
bugue about five years. Mr. Roth has 
been with L. S. Donaldson Co., Minne- 
apolis, buyer for Gimbel Bros., Mil- 
waukee, Wis., and with Geo. A. Pierce, 
a and the Nettleton Shop in Minne- 
apolis. 


Sterling Store Moves 


INNEAPOLIS, MINN.—(U T PS)— 
Sterling Shoe Co. has opened at 


M 
The 
54 Seventh Street S. The store was 
at 614 Nicollet Avenue but a new 
building is to be erected at that site. 
The company expects to move back 
about Jan. 1, 1930, to Nicollet Avenue. 
The building is to be erected by S. S. 


Kresge Co. Manager F. C.. Tucker 
says “when we move back in our new 
building we shall have one of the 
finest shoe stores in the city.” 


New Shoe Store 


PORTLAND, ORE. (UTPS)—The Jac- 
queline Slipper Shop has been opened 
at 135 Broadway, with A. Brummel, 
an shoeman, in charge. The 
store is one of a nation-wide chain spe- 
cializing in women’s shoes. y carry 
the line manufactured by Wohl Shoe 
Company of St. Louis. 





Two New Dep’ts 


OAKLAND, CaL—(UTPS)—In the 
new Capwell-Taft & Pennoyer branch 
of the Emporium-Capwell firm, to be 
opened in Oakland during August, the 
two shoe departments will be known 
as the Upstairs Shoe Department and 
the Downstairs Shoe Department, re- 
spectively. 

Ed. Spillman, heretofore buyer for 
the shoe department of O’Connor, 
Moffatt & Co., San Francisco, and 
more recently with Taft & Pennoyer, 
Oakland, has been appointed buyer 
for the Upstairs department of the 
new firm, and is now finishing his 
Eastern buying trip. 

Charlie Summerfield, from _ the 
Downstairs Shoe Department of The 
Emporium of San Francisco, is now 
buyer for the Downstairs department 
of the new Oakland firm, and is also 
in the East buying his stock. 





Pittsburgh Launches 
Brown Campaign, 
May 27 


PITTSBURGH, PA.—Beginning 
Monday, May 27, The Pittsburgh 
Shoe Retailers’ Association will 
embark on a co-operative drive 
in an attempt to swell the vol- 
ume of tan and brown shoes sold 
to men of that city. 

The drive has been carefully 
planned by a special committee 
of which William M. Laird, Jr., is 
chairman. Special window cards 
will be furnished by the associa- 
tion to its members; and the co- 
operating stores, in turn have 
promi not only to use them 
but to devote a section of their 
windows to a special tan and 
brown shoe trim. Forty retail 
shoe stores and departments have 
enrolled themselves in the drive. 











Perfect Fit Demanded 


Says Dr. Hancock 


Los ANGELES, CAL. age eee 
ern women recognize not only style 
features of footwear but also qualities 
which assure a perfect fit and a maxi- 
mum of comfort, according to Dr. 
Frances Hancock, who is giving a 
series of public lectures in the shoe 
department of the Broadway Depart- 
ment Store. 

Dr. Hancock was formerly with one 
of the largest foot appliance manufac- 
turers in the United States and has 
made a long study of the foot and its 
proper fitting. At present she is tour- 
ing the country giving lectures in all 
of the larger cities in lines of educa- 
tional development for the proper fit- 
ting of footwear. 

“The retail shoe dealer of today 
must do more than merely merchan- 
dise his product,” states Dr. Hancock. 
“He must cater scientifically to the in- 
dividual foot needs of his customer. 
And the buyer is fast becoming ‘shoe 
wise.’ He or she will seek out the store 
where they are confident they will be 
property fitted rather than to be merely 
sold. 





Retail Trade Normal ; 
Better on Warm Days 


St. Louis, Mo.—Business in the re- 
tail district has shown a normal de- 
mand with an upswing on those days 
when the weather was warm and 
sunny. Popular priced footwear is 
holding its own. In colored footwear 
beige leads the field. The pastel shades 
have not taken hold as firmly as an- 
ticipated, and only a few sales have 
been reported. Black shoes are re- 
ceiving their share of the volume with 
black mat kid continuing to show im- 
provement. 

In higher grade shoes, mat kid reg- 
isters more strongly and reports in- 
dicate that its popularity will run 
through the season and into early fall. 
Sandals in woven effects are also re- 
ported in uitra-smart shops as being 


good. 

Whites received their first attention 
during the past week and those mer- 
chants who had confidence in this mer- 
chandise and who have bought ac- 
cordingly, anticipate a better season 
on whites than was experienced a year 
ago. A backward season has retarded 
their sales but in spite of this, there 
has been a fair demand. Snakes still 
are being bought with no apparent 
let-up in their popularity. Business 
for the month is expected to show an 
increase over the same period of a 
year ago. 


New Kinney Store 


MINNEAPOLIS, MINN. (UTPS)—The 
Kinney company the second week in 
June will open one of the largest stores 
in the chain of 380. It has leased the 
entire ground floor of the Masonic 
Temple, a strategic position at Henne- 
pin Avenue and Sixth Street. R. J. 
MeNeil will be manager. The Kinney 
people have had stores in the city for 
18 years, the latest point being 14 Fifth 
Street S. 


Bruen’s Open Salon 


DULUTH, ed gam St Ath se 
Bruen’s has opened a modish shoe 
salon under the management of Alvin 
Rahill.. This shoe department is a new 
type in the city giving opportunity for 
women customers to match high grade 
coats and frocks with proper shoe 
wear. The department will distribute 
the Selby Arch Preserver shoe line 
and La France novelties, the latter 
making its first appearance here. 


Jackson Now Sole Owner 


St. PETersspurG, FLta.—R. W. Beck 
and Fonda Jackson, operating the 
Walk-Over Boot Shop here, have dis- 
solved partnership. Fonda Jackson has 
bought the one-half interest of R. W. 
Beck and will continue the business 
under the same name of Walk-Over 
Boot Shop. 


Public Shoe Co. Quits 


St. Paut, MInn.—(UTPS)—Fol- 
lowing a closing out sale of more than 
a month’s duration, the Public Shoe 
Co., 174 E. 7th Street, announces it 
is quitting business. 
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HEYWoOOD’Ss 


BRAEBURN 
TWO REAL GOLF OXFORDS 
IN STOCK 


FOR IMMEDIATE DELIVERY 


No. 82 Boarded Tan calf, ring grip 
rubber sole. $6.10 
A 714-12, B 7-12, CD 5-12, E 6-12 


No. 88 Boarded Tan calf, leather sole 
and heel with spikes. $6.35 
A 74-12, B 7-12, CD 6-12 


Heywoop Boor & SHOE Co. 
MANUFACTURERS OF MENS Fine SHOES 
WorcESTER,Mass.ViS.A. 











Newest Woven Leathers 


and Imported Silk Crepe 


“CAIRO” 
Imported Woven Leather 
(WOVEN LEATHER STRIPS) 
Special Process 


“DEVON” 
Imported Woven Leather 
(WOVEN LEATHER STRIPS) 
B-135—wWhite Woven Leather Strips 
with White Kid Quarter and Trim. .6.00 
B-136—Combination of Light Beige 
Seafoam Green and White Kid 
Leather Strips in Vamp with Light 
Beige Quarter and Trim 


B-112—Combination of Green, Beige 
ite Kid Leather Strips in 
Vamp, with Beige Kid Quarter; 
Collars and Straps of Medium Green 
t 3 Kid Covered Heel. .$6.00 

B-113—Combination of Red, 
and White Kid Leather Strips 
Vamp, with Beige Kid Quarter; 
Collars and Straps of Red Kid; 
Beige Kid Covered Heel 

B-114—Combination of Brown, ae 
and White Kid Leather Strips 
Vamp, with Beige Kid Quarter; 
Collars and Straps of Brown Kid; 
Beige Kid Covered Heel 


Terms Net 30 Days 


Twenty-five cents additional for orders 


of less than three pairs. Rochester, N. Y., U. S. A. 


“OMONA” 
Imported Woven Leather 
(WOVEN LEATHER STRIPS) 
B-138—Combination Beige, Blue and 
White Leather Strips in Vamp with 
Beige Kid Quarter and Trim 


B-1239—Combination of Black and 
White Leather Strips in Vamp with 
White Kid Quarter and Trim 


“REGENT” 
Special Process 


19/8 Heel 
“Suitable for Tinting any color’’ 
8-170—Imported Highest Grade 
White Silk Crepe $5. 
B-171—Imported Black Silk Crepe.. 4.85 
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Are You Going to Paris? 


Under the title of “A Shopping 
Guide to Paris,” T and Louise 
Bonneym two young American girls 
who have been extraordinarily success- 
ful in Paris in their chosen calling of 
supplying photographs, style notes and 
other interesting data American 
publications, have written a new book 
of extraordinary interest. (Robert H. 
McBride & Company, New York) 

We say “new,” for the idea attemp- 
ted in this 280 page volume has never 
been used before. The book, written 
in breezy, almost conversational style 
tells the visitor on his or her first trip 
to Paris, where the leading fashion 
dressmakers are located, where to find 
the “little” dressmakers, the milliners, 
shoe stores, the department stores, chil- 
dren’s apparel, men’s furnishings and 
apparel, modern decorations, restau- 
rants, beauty parlors and even where 
to find American doctors, or reliable, 


French ones. 

Short descriptions of the _ kind, 
quality and price merchandise to be 
found in each of the shops are given. 

In a section devoted to guiding the 
shopper for shoes in Paris, these girls 
tell you: 

“Shoes will be your greatest prob- 
lem. With the great flexibility now 
shown by the American manufacturer 
I should really advise you to wait until 
your return for most of your Ss. 
unless you have an elastic budget or 
a particular emergency to meet. For 
these occasions it will be well to be 
informed on the shoe situation in Paris. 

“First there are the American shops, 
Walk-Over on the Boulevard opposite 
the Cafe de la Paix; Hanan’s down the 
Avenue de l’Opera a little way; and 
Sandalari’s on the Rue St. Honore. 
Sandalari designs shoes on American 
lasts, with a great deal of French 
chic. The others represent “French 
ideas grafted onto American standards 
of size and quality. The variety of 
designs will not be so interesting as 
in the French shops, but the shoes will 
be more comfortable. The prices will 
be slightly under those at home, but 
not so low as those in French shops of 
the same grade. However, the French 
foot—female—seems to be adapted to 

uite another functioning than the 

merican one. I won’t attempt to 
explain this psychologically or psysio- 
logically, but I will say: “Be very cer- 
tain that the French shoes feel per- 
fectly comfortable. Buy one pair first. 
Walk in them for a few days. Then 
make up your mind about further pur- 
chases. 

“For emergency, if you do not want 
to spend a great deal, try some of the 
better type of French shops. specializ- 
ing in the ready-to-wear shoe. You 
will find the windows of these shops 
fascinating, displaying dozens of 
models which look very original to the 
untrained eye. and will look very smart 
in America. They are often conies, or 
designs influenced strongly by the 
creations of de luxe bottiers. There 
will also be the conservative models— 
patent leather pumps. satin slippers, 
etc., but not many of the simpler types 
of walking shoes found in America. 
Several of these companies have 





hranches in different quarters of town. 
If you select a good quarter, you will 


find smarter models and higher prices. 
Such are the various Bally, Raoul, and 
Berthelot shops. The Bally store on 
the Boulevard is a good one for your 
purpose. With an exterior designed by 

allet-Stevens, one of the foremost 
modern architects of Paris, it presents 
an imposing front, stunning in the sim- 
plicity of Monel metal and brass. It 
has little room for window display, so 
that you may have to depend on my 
assurance that there are many most 
attractive designs inside, ranging from 
ten to twenty-five dollars, probably. 
These shops usually advertise shoes 
made on American lasts, for this type 
of shoe has become popular recently 
even with Parisiennes. Back of the 
Madeleine is Edith’s, where you can 
invest anything from one hundred 
francs up and get a good return. 
There are especially interesting 
evening models. Farther down the 
Boulevard beyond Bally’s are the High 
Life Shop where I have shopped suc- 
cessfully and cheaply, and Pinet’s with 
much the same grade of shoe. 

“If you really want to make your 
shoes a part of your dress problem, 
there are several fine bottiers, so fine 
that it would be difficult to make a 
special recommendation. You will 
want to make a careful decision, as 
with one satisfactory pair of shoes 
made by the house your problem is 
simplified. Your last is recorded and 
you can order from a distance. If you 
want by-products of the original de- 
signer without too heavy a strain on 
your pocketbook, go to Julienne’s where 
her most interesting models designed 
for individuals are made in ready-to- 
wear copies. Her shop is conveniently 
located on the Rue St. Honore near the 
corner of Castiglione. You may find 
yourself selecting a model worn by a 
Worth mannequin, as all the Worth 
shoes are designed here. If you want 
a Perugia model in ready-to-wear form, 
go to Preciosa or Enzel, where you can 
select one for from three hundred and 
fifty francs up. 

“The next step will be the grands 
bottiers, with Perugia well in the front 
of American minds. Possibly you have 
been waiting to get to Paris just to 
treat yourself to a pair of Perugia 
shoes. Well, then, know that it will 
be a big treat. For his cheapest mode] 
is about eight hundred francs, this 
often increasing to twelve hundred or 
more. So—choose well. This young 
bootmaker made his début in a simple 
way, in Nice where the smart world 
soon found him, and changed his 
destiny. He came to Paris and pre- 
sented astounding collections, launching 
shoes made entirely of brilliants, Rus- 
sian shoes for the boudoir in colors and 
materials that Russia never saw, shoes 
with square heels, reptile skin shoes. 
Many of these creations appeared for 
the first time worn by French actresses 
who immediately realized his flair for 
the unusual. He knows the value of 
publicity, having proved it still more 
by planning and executing the first 
modern shoe shop in Paris. It was the 
talk of the city for some time with its 
snake skin doors and furniture. These 
dramatic ideas marked him, and the 
smart world followed the stage, until 
now his clientéle boasts not only most 





of the well-dressed actresses of the day, 
but many conservative women noted for 
their quieter good taste. 

“Hellstern is practically as _ well 
known to Americans. His shop on the 
Place Vendome may make shopping 
easier if your bank or your milliner 
or your dressmaker is there too. 
Although this house makes shoes of 
the most exotic materials, priceless 
brocades, strange reptile skins, heavy 
silks, which put their shoes in the 
luxury class, it also sells a few models 
ready-made. 

“Ducerf-Scavini, on the Rue Cambon, 
has been highly recommended to me by 
one of the best-dressed women in Paris. 
She goes there if she wants a model 
for a particular dress, as no material 
and no color seem beyond their powers 
of adaption. Greco, on the Rue des 
Capucines just off the Rue de la Paix, 
has a stunning modernized front also. 
This house is always represented in 
the openings of the big houses. Last 
year they launched the low-heeled shoe 
which Madame Agnes, the milliner with 
her well-known flair for the individual 
expressed in faultless taste, wore at 
the races. The next day it was the 
talk of Paris and soon you in America 
were reading with wide-open eyes, that 
the low-heeled shoe was the smart mode 
of the moment. ‘French heel’ has 
always meant one thing in the shoe 
world, an idea so fixed in the French 
mind that nothing seemed to be able to 
dislodge it. And behold overnight 
through the daring of a smart modiste 
and the power of the reputation of an 
established house, Paris was well on 
the way to being flooded with low heels. 
It was this house also that was re- 
sponsible for the taffeta bathing shoes 
which were so popular with Patou’s 
clients in 1926. It can usually be de- 
pended upon for something unique, but 
sound and acceptable. 

“A new shop, Enzel, has appeared on 
the Faubourg St. Honore, again a 
striking modern front, designed by the 
clever young architect, Raymond 
Nicolas, and equally striking displays. 
Its models are credited to Perugia, and 
it must be something in the nature of 
a higher grade Preciosa. Perugia 
creates so many models in the course 
of a year, many of which are not 
uniquely designed for a customer, that 
other outlets for the same or similar 
models, less highly priced, should be 
a good business idea. 

“Another well-dressed friend always 
has her evening shoes made by Costa 
on the Rue St. Honore, and one of the 
dressmakers whose clothes are well 
adapted to American tastes, is launch- 
ing the models of Marouf. Miccuci, a 
smaller bootmaker, and one less ex- 
pensive, was well recommended to me. 
Ionesco on the Rue de Colisee is also 
a bottier of distinction, and Argence 
on the Faubourg has been patronized 
for some time by two American friends 
who have a reputation for being well 
dressed, and for accomplishing it with 
a measure of economy. 

“It was due to a young American 
girl free-lancing in style journalism 
that the vogue of the shoe and the 
handbag to match, started in Paris. 
Planning for one of her trips to 

[TURN TO PAGE 77, PLEASE] 
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60 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 
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BOSTONIANS 


SHOES FOR MEN 
CommOnweaLTH SHOE & LeaTHER Co. 
WHITMAN, MASS. 
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Gain Is Shown 
In Shipments 
From Haverhill 


April of This Year, 39,987 
Cases; April, 1928, 30,317 
Cases 


HAVERHILL, Mass.—Shoe production 
for the local industry was 39,987 cases 
for the month of April as compared 
with 30,317 for April, 1928. Present 
output from local factories, although 
in general decline, is substantially 
greater than a year ago. Peak pro- 
duction was reached late in March 
with shipments reaching approximately 
48,000 cases. The plants have been 
increasingly less active since April 15 
and the decline may be expected to 
continue until early in July when the 
stimulus of a new season will begin 
to be felt. 

Indications are that only a few 
plants will show near-capacity figures 
this month, with the bulk of the busi- 
ness being done by the mail-order 
plants. Sport types are keeping a few 
factories busy at present. 

The new fall and winter styles are 
now taking form in some of the fac- 
tories. Sampling in a few instances 
has begun, with the new fall browns 
and tans finding their way into the new 
footwear. Patterns reveal no radical 
departures. 


Shoe Manufacturer 
Now Bank President 


HAVERHILL, Mass. — Herman E. 
Lewis, senior member of H. E. Lewis, 
Inc., shoe manufacturers, formerly of 
this city and Northwood, N. H., has 
been elected to the presidency of the 
Haverhill National Bank, succeeding 
Henry H. Gilman, who died recently. 
Mr. Lewis has served the bank for sev- 
eral years as first vice-president, and 
was acting president during Mr. Gil- 
man’s last illness. 


Lathrop With Goodrich 


MINNEAPOLIS, MINN. (UTPS)—M. 
B. Lathrop has become manager of 
footwear sales for the Minneapolis 
branch of the B. F. Goodrich Rubber 
Co., Northwestern Terminal Building. 
The branch is now operating direct 
under the Akron factory office. He 
has been a shoe traveler and also presi- 














dent of C. Gotzian & Co., St. Paul. 





Wholesale Trade Much 
Better in St. Louis 


St. Louis, Mo.—business in the 
wholesale district has shown a marked 
improvement during the past week, 
one house reporting their shipping de- 
partment working five nights and 
Sundays. This is an indication of the 
upswing that has taken place during 
the past fortnight. It is only natural 
in view of this situation that increases 
in shipments are anticipated for the 
month of May over the same month 
of 1928. 

The style departments are rushing 
trials of a few belated women’s novel- 
ties, but first guesses seemed to have 
been confirmed by the Style Conference 
in New York. Brown seems to be 
outstanding and as one style manager 
put it upon his return from the East, 
“It’s brown and then more brown.” 

Brown suede, kid and lizard are all 
popular. Lizard’s popularity in high 
grade shoes is being reflected in popu- 
lar price lines. One of the general 
line houses is showing lizards in vamp 
and quarter combinations to sell at 
popular prices. 

Patent leather and mat kid have been 
extraordinarily good, according to the 
reports of one of the leading style men 
in a specialty house. Patent leather 
will be the big bet in popular priced 
footwear. One leading specialty house 
reports heavy call for brown kid for 
immediate delivery. 


G. S. Dibrell Dead 


NASHVILLE, TENN.—(UTPS)— 
George S. Dibrell, president of the 
Murray-Dibrell Shoe Co., wholesalers, 
died Sunday May 12, at 6 p. m., at 
his home, Belle Mead Park, following 
a sudden heart attack, a recurrence 
of one three weeks before.. Mr. Dibrell 
was 58 years of age, had resided in 
Nashville practically since his birth 
and was of a family very eminent in 
Tennessee affairs. Following in the 
steps of his father, he entered the firm 
as a young man and with the death 
of the late Fred Murray became 
president. Funeral services were 
held Tuesday. He is survived by his 
wife and a daughter, Miss Elizabeth 
Murray Dibrell. 





F. R. Browning Advanced 


MINNEAPOLIS, MINN. (UTPS)—F. R. 
Browning has been advanced from as- 
sistant to manager of the Minneapolis 
branch of the Firestone Footwear (©o., 
succeeding S. R. Pletz, who goes to 
Chicago as sales manager. The branch 
has moved to the second floor of the 
Firestone Building at the Northwest- 
ern Terminal, where it has larger 
space, or 24,000 square feet area. 
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W. M. Hurley on Trip 


BrRocKTON, Mass.—William M. Hur- 
ley of this city, treasurer of the Hurley 
Shoe Co. of Rockland, with Mrs. Hurley 
sail May 17 from New York on the 
liner Nieuw Amsterdam for a two 
months’ tour of Europe during which 
he will combine business with pleasure. 
They will land in Holland and will 
visit also Germany, Switzerland, 
France, England and Ireland before 
returning some time in July. 





E. Bottomley Shoe Co. 
Takes Rockland Plant 


ROcKLAND, Mass.—The E. Bottomley 
Shoe Co. of Boston has taken a five- 
year lease of the Rice & Hutchins Co. 
factory in this town and already has 
started moving machinery, equipment 
and stock here preparatory to starting 
production in the various departments 
just as soon as possible. Already more 
than 450 applications for positions have 
been received by a special employment 
executive who has been here for 10 
days. 

The company manufactures wom- 
en’s McKay shoes with an output of 
about 1800 pairs daily. Morris Good- 
man is president of the company; 
David Braude treasurer; and Anthony 
Moynihan superintendent. 





Clayman Shoe Co. Begins 


Operations in Abington 


NortH ABINGTON, Mass.—Manufac- 
turing has been begun by the Clayman 
Shoe Co., formerly of Boston, which 
now has nearly completed removal of 
its entire business to the L. A. Crossett 
Co., Inc., factory made vacant when 
the latter company: moved to Maine. 

The company, which has a weekly 
payroll of about $10,000, manufactures 
women’s novelty McKay shoes. 





Shoe Departments Are 
Opened by Wholesaler 


NEw ORLEANS, La.—Bermes & Gor- 
don, Inc., novelty shoe wholesalers, 138 
Chartres Street, New Orleans, are 
opening up a series of shoe depart- 
ments in conjunction with their whole- 
sale business. They have already 
opened five departments in the South- 
ern States and expect to have quite a 
few more by the first of next year. 





New Style Room 


PorTsMOUTH, OHIO (UTPS) — The 
new style and model room of the Selby 
Shoe Co., located in the recently com- 
pleted addition to the factory, was 
formally opened May 16 by style revue 
of the Arch Preserver, the Tru-Poise 
and the new French line, given for 
the benefit of the wives and daughters 
of physicians which attended the con- 
vention of the Tri-State Medical Asso- 
ciation. The styles were shown by a 
number of models. The model room has 
been particularly designed for such 
presentations. 





Quits Leather for 
Paper Printing Plates 


New YorkK, N. Y.—Withdrawing 
from the leather business in which he 
has been a conspicuous figure for 
many years, to enter upon a new and 
novel phase of the publishing business 
on a world-wide basis, Jan Telenga, 
international banker with offices in 
New York and Paris, arrived here on 
Wednesday, May 22, on the French 
Line steamship “France.” 

The shoe and leather trade in this 
country is particularly familiar with 
the name of Jan Telenga, since it was 
mainly through his efforts as a finan- 
cier and business organizer that the 
fine reptile hides to be found in India, 
French Indo-China and Java were 
subjected to modern chemical process- 
ing and introduced successfully to this 
and other markets for the making of 
de-luxe shoes, wearing apparel, toilet 
novelties, motor-car linings, furniture 
coverings, book-bindings, etc. 

Mr. Telenga has resigned as a 
director of Alpina Ltd, of France, pro- 
ducers of reptile leathers, and also as 
secretary of F. Hecht & Co., the 
American distributors for Alpina at 
10 Spruce Street. He will henceforth 
devote his energies to the development 
on a world-wide basis of a newly in- 
vented plate made of paper, in wafer 
form and of such toughness it is said 
to outlast the average electrotype and 
such lightness that it can travel by 
first-class mail, thereby emancipating, 
from a standpoint of timely news in 
picture copy and text, the flat-bed 
news presses of the world, besides 
serving cylinder presses in a manner 
never hitherto undertaken. 

For the time being, Mr. Telenga, 
although withdrawing as an officer, 
will continue as a director and one of 
~~, heaviest stockholders in F. Hecht 

0. 





Fire Damages Leather 


CoLtumsus, OHIO (UTPS)—Fire of 
undetermined origin caused a rather 
heavy loss, principally through water 
damage, at the plant of the L. & G. 
Leather Co., 16 East Livingston Ave- 
nue, May 15. The stock was upward 
of $75,000, and this was badly damaged 
because of the sprinkler system which 
let go, although the fire was not very 
serious. Charles L. Lichten is presi- 
dent and manager. The plant was re- 
moved from 139 West Naghten Street 
only a month previous to the fire. 


To Start a Cooperative 


LYNN, Mass.—Maurice E. Bresna- 
han, head of the M. E. Bresnahan Shoe 
Co. ig planning a cooperative firm en- 
terprise in which his employees will be 
stockholders, so doing at the request 
of a group of the workers in his fac- 
tory. The new firm will make novelty 
styles of the Bresnahan type. 





Bascom Opens Shop 


PASADENA, CaL.— (UTPS)—S p e- 
cializing in children’s shoes, J. H. 
Bascom has opened a shop at 905 
East Washington Street, Pasadena. 
Mr. Bascom has been with the Walk- 
Over Shoe Store in Pasadena for 
some years past. 








WHERE TO BUY 
Men’s Shoes 





Tees STEADY aye bling Z 





Acer + 
DLDS CO™ BROC 


BION F-REYNC CKTON MASS 


een li li dle li ie ei ie ti te ee 


WHERE TO BUY 
Slipper Supplies 
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FEATHERS 
for 
BOUDOIR SLIPPERS 
OSTRICH and MARABOU 
TRIMMINGS 
Samples and quotations given promptly 


COLUMBIA BARAnOU Co., Ine. 
45 East 20th St. New York Ci 
Telephone Algonquin 6722-6723 














WHERE TO BUY 


Men’s & Women’s 
Slippers 











<NANS 

No 

Men’s and 

Women’s 
“Companion- 
ate” ppers 
Turns only—Cata- 
log on request. 
L. B. EVANS’ SON CO. - - Wakefield, Mass. 


In Stock 






Ne. 
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PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 





Catalog 
sent on 
request 





HIGH GRADE TURN MULES and D’ORSAYS. 
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WHERE TO BUY 
Ballet Slippers 








Popular Aesthete San- 
dal in Faun and 
Gray suede. Also, 

full line of danc- 


ing footwear 








Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 
California 

















In Steck Black Bal- 
let Slippers 


Ladies’ $1.25 pr. 

Misses’ $1.20 pr. 

i Child’s $1.15 pr. 

BLOG SHOE CO., INC. 
1 St. 


47 Duane 
New York, N. ¥. 

















Black Kid 


BALLET SLIPPERS 
Made on Right and Left Lasts 
600— (Top Grade) 8 1.46 1.36 
soo— 1.3¢ 1.25 1.20 
Coast Prices Slightly Higher 













BROOKS SHOE 
MFG. CO. 
IN 
1725 No. 6th St. STOCK 


Los Angeles—1162 So. Hill &t. 








Corie 


Rights and Lefts 
Two Grades 
Wos. Miss. Ohi. 
$1.50 $1.45 $1.40 
1.86 1.30 1.26 
In Stock 
325 West Monroe 


wh. 
SUMNER 

SMITH 
Chicago, Il. 











29 Oe eee 





SS ed 


WHERE TO BUY 


Women’s Shoes 


Or re Ore 











K. W. Wolcott Head of 
Heel and Sole Division 


Rubber Manufacturers Hold Meet- 
ing in Boston 


Boston, Mass.—At a meeting of the 
Heel and Sole Division of the Rubber 
Manufacturers’ Association, held at the 
Copley Plaza Hotel in Boston on May 
14, K. W. Wolcott of the B. F. Good- 
rich Company, Akron, Ohio, was 
elected chairman of the division for 
the ensuing year. D. A. Cutler of the 
Alfred Hale Rubber Company, Atlan- 
tic, Mass., was elected vice-chairman. 





Cincinnati Factories 


Ahead of Last Year 


CINCINNATI, OHIO—Business in the 
manufacturing section is spotty at 
present, some factories being quite busy 
and others rather slack on work. Con- 
ditions have been thus for some time 
but taking ali in all, business for the 
last six weeks has been better than for 
the same period of last year. The sales 
manager of a local jobbing house re- 
po mail orders for the first fifteen 
days of May to have been heavier than 
for the entire month of April. Most 
of these orders are aftermaths of light 
orders placed early in the season. 

Quite a bit of time is being devoted 
to new fall lines and manufacturers 
predict that business for fall will be 
one of the biggest in history. Suede, 
it is thought, will hold the same posi- 
tion as it held last fall and much is 
expected of reptile shoes and those 
trimmed with reptiles. 

White and tan are the high lights in 
orders coming in for summer sales. 
Nice shipments of beiges, greens and 
blues are going out daily and orders 
and re-orders on grays are mounting. 
Patent leather orders are holding up 
and there has been a noticeable increase 
in — kid calls during the past few 
weeks. 


E. C. Bragg Promoted 


Lonc BeacH, Cat.—E. C. Bragg, 
who has been the assistant shoe buyer 
for Buffum’s for the past three years, 
has been promoted to buyer. “No new 
policies, except that we will try to 
cover a wider price range, specializin 


a bit in the $5 and $6 grades an 
strengtheni those retailing at $15 
and up,” said Mr. Bragg. 





Gorham with Fulton 


CoLumBus, OHIO (UTPS)—Gilbert 
Gorham, who has had 12 years’ experi- 
ence in various shoe departments in 
Columbus stores, has been named man- 
ager of the Bob Fulton Shoe Co., 9 East 
Gay Street, which deals exclusively in 
men’s footwear. 


Add Shoe Dep’t. 


Everett, WasH. (UTPS)—Chaffee’s 
women’s wear store has recently added 
shoes. C. C. Chaffee, manager, has 
placed George Gebert in charge of the 














shoe department. ; 


More Call for Welts, Say 
Lynn Manufacturers 


LyNnN, Mass.—The factories are not 
as busy as they might be. Some blame 
the weather. Styles keep changing. 
The sports girl, squarish of shoulder 
and strong of limb, is striding along 
the fairway of fashion. Hence sport 
shoes are to the front, such as welts, 
with edges, and often leather heeled. 
The dieted and reduced shoes are giv- 
ing place to footwear of lines more 
ample and materials more substantial. 

Fine and semi-fine soles are being 
used where light and cheap soles were 
used before. Leather is lower in price. 
“Besides,” says one frank shoemaker, 
“my customers are insisting on better 
stock in the bottoms of their shoes.” 

Some town and country pumps, of 
white buck trimmed with tan calf, and 
a few with black calf, started a while 
ago in Atlanta and came up with the 
sun, and now are at the Northernmost 
bounds of the nation. A Lynn firm 
relates this instance to show how styles 
move geographically. 

So many are the styles for summer, 
as observed in Lynn shops, that it 
might be easier to mention those not 
on the list than those that are selling. 
The bulk of Lynn’s business continues 
on novelty styles, McKay sewed, and 
these make up 80 per cent or more of 
Lynn’s production. 





Dr. Scholl Returns 


from European Trip 


Cuicaco, Inu.—Dr. Wm. M. Scholl, 
——— of The Scholl Mfg. Co., Inc., 

as just returned from a three months’ 
trip abroad visiting the foreign 
branches of the company. During his 
extensive journey he visited Constan- 
tinople, Cairo, Algiers, Naples, Milan, 
Vienna, Zurich, Frankfort, Berlin, 
Paris and London. 

“Conditions in Europe are improv- 
ing everywhere” said Doctor Scholl on 
his arrival in New York, “and there 
is every reason to believe they will 
continue to improve.” 

According to Doctor Scholl, his com- 
pany now has more than 120 retail 
shops throughout Europe selling his 
arch supports and foot remedies. 





Lido Bootery Opens 


St. Paut, MINN. (UTPS)—Lido 
Bootery, carrying women’s and misses’ 
footwear, opened today at 401 Robert 
Street, which is opposite the Ryan 
Hotel. Styles retailed at $3.85 and 
$4.85, with a pair of chiffon hosiery 
free with each pair of shoes. 





Baker in Birmingham 


BmMINGHAM, ALA. (UTPS)—The 
Baker Shoe Co., of Atlanta, will open 
a store here sometime in the fall, ac- 
cording to reports here. It is under- 
stood a lease has been obtained for 2 
location on Twentieth Street, “Birm- 





ingham’s shoe row.” 
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To Tan 


Shoes” and that the effort shall last 
throughout the Summer and Fall. 

“The Pittsburgh Shoe Retailers As- 
sociation is going to give two (2) or 
more good, attractive display signs to 
each dealer or department who receives 
this letter. Size of signs will be 11 x 14. 

“Use these signs so that the cumula- 
tive effect will be felt. 

“Remember it is up to you to co- 
operate on this plan to sell more men’s 
tan shoes—remember every business is 
after the spender’s dollar.’ 

We show on page 33 the full page 


[CONTINUED FROM PAGE 33] 








or Blister 


advertisement from the Times-Pica- 
yune, seven merchants cooperating, 
; seven smart shoes shown, and copy that 
just tells the man-public in New Or- 
leans that it is time to get your light 
toned Summer weights now. Here is a 
city that puts novelty into its men’s 
footwear, and is famous in the South 
for its men’s shoe consciousness. 

We stand ready to publicize any and 
all communities in which 
chants are in a fighting mood for selling 
tans and light weights to a man-public 
nationally earning good wages. 








Travel and Resort 
Window Sells Sandals 


BIRMINGHAM, ALA. (UTPS)—A win- 
dow display that averaged selling one 
hundred and fifty pairs of imported 
woven sandals at Milber’s a day has 
been installed at the store. 

The store’s window trimmer obtained 
the cooperation of a steamship com- 
pany who lent posters and travel 
folders of Europe which were used in 
the display. Several paintings of out- 
standing ocean liners were hung in the 
window. The floor of the window was 
covered with sand. In other words, the 
window carried out the idea of importa- 
tion of the woven sandals and their use 
for travel and resort wear. 

This store has been doing a record 
business in sandals. A reorder for 
seven thousand pairs of the sandals 
was placed last week, according to Less 
Weinstein, manager. 





New Boston Store 


Los ANGELES, CaL. (UTPS) —A 
branch of the Boston Shoe Company 
has recently been opened in attractive 
new quarters at 5054 York Boulevard 
under the management of J. C. Webby. 
The location is in the heart of a fast 
growing district of the city and the 
store has been stocked with merchan- 
dise to attract the whole family. 





New Steele Store 


St. Paut, Minn.—(UTPS)—John 
N. Steele, Inc., has a new store on 
4th Street near Robert Street, carry- 
ing O’Donnell shoes for men, and also 
is the agency for Aristocrat boots. 
A full line of hunting and fishin 
boots is carried and Abercrombie 
Fitch riding equipment. 


Walker Moves to Tulsa 


Tutsa, OKLA. (UTPS)—James Rob- 
ert Walker, formerly with the Wether- 
by Kayser Shoe Company, Los Angeles, 
is now selli shoes in the Peacock 
Shoe Shop, sa. Mr. Walker had 
been with the Los A 
years before coming to 





les firm five 
ulsa. 





Are You Going to 
Paris? 


[CONTINUED FROM PAGE 73] 


America she had a traceling ensemble 
designed and made by one of the lead- 
ing houses—conservative in line and 
color, with just the one daring touch 
that made it stand out. Perugia 
created shoes to be worn with this 
costume, individualized by a monogram 
in place of a buckle. This monogram 
gave her another idea—why not have 
a pocketbook to match the shoes, the 
same leather, the same colors, with the 
monogram in leather of another color 
instead of the more usual metal? It 
was done, and the vogue for matching 
footgear and purses, with the solid 
basis of like materials, started on its 
way to success. The particular pair of 
shoes and purse in question appeared in 
a leading New York rotogravure, and 
so the wheel began to turn. The advent 
of serpent leathers has made this idea 
more popular. So if this interests you, 
you can always follow your visit to 
the bottier with one to the purse 
creator. But he should be a creator, 
not just an adapter, because there must 
be subtlety in the combination. A 
number of the bottiers mentioned above 
design bags also.” 





New Store Has Novel 
“Oak Lodge” Front 


MINNEAPOLIS, MINN.—(U T PS)— 
Oak Lodge is a newly opened shoe 
store at 40 Sixth Street S. Oak 
Lodge shoes for men are sold and the 
exterior of the store that greeted the 
eye as the false work in front was 
removed by the carpenters carried out 
the name. In appearance the store 
front is like the entrance to an oak 
odge. The interior follows out the 
scheme in wood effects. The slogan is 
“Sturdy as an Oak.” Bob Sweeney, 
formerly Florsheim and other stores, 
well known in shoe retail circles, is 
manager. For the opening a pair of 
men’s hose was given with each 


purchase. 


shoe mer- 





WHERE TO BUY 


W omen’s Novelties 





Overcome ‘‘Summer 
Siumps”’ 


in Stock $3 te $5 Sellers 


The right styles at right 
prices will pave the way 
for increased summer 
sales. No matter what 
season comes, a few pret- 
ty styles in your window 
will get you business. Do 
you want a salesman, sam- 
ples or circular? Write to 
see the ‘‘slumpless’’ line, 


Samuel Cohen Shee Co, 72 Lincoin St., Boston, Mass. 


he 
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BOND SHOE COMPANY 132 Duane St., New York 


oft, 
produces footwear of remark- 
able smartness 








WHERE TO BUY 
Children’s Shoes 




















4s « fully ventilated shoe. 
the Burkley Ventilated 
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WHERE TO BUY 
Shoe Trees 


ROME ADJUSTABLE & VENTILATED TREES 
In stock or 
made te order. 

discount 
to quantity 
buyers and te 
jobbers. 


Best and Most Reasonable Shoe Tree 
bata Maa gry fang ol co. 


14 eiiliens te ane reoklyn, N. ¥. 





WHERE TO BUY 
| W ooden Beach Shoes 


, 


{IN STOCK—IMMEDIATE DELIVERY 

















A. H. RIEMER SHOE 
& Vilet Mi 


New Shoe Store Is Opened 
in Elizabeth, New Jersey 


ELIzABETH, N. J.—The new Hilgen- 
dorff Shoe Store held its formal open- 
ing recently in its new home at 1166- 
1168 East Jersey Street. The company 
was established in 1888 by William 
Hilgendorff, father of the present own- 
ers of the store. The new — is 
attractively fitted up, with two sho 
windows and an abundance of interior 
display. 

“Serving the public conscientiously 
and honestly for over four decades,” 
says the firm’s anniversary advertise- 
ment, “has taught the management 
that which the public wants most—dur- 
ing all that time not once have we been 
oo eS Today, we are servin 

the grandchildre and great grand- 
children of the foundee’s first custom- 
ers—a brilliant mark of faith in the in- 
tegrity and conduct of this institution.” 


Colors in Oklahoma 


Oxia. (UTPS)—Colored kids 
and white combinations are coming 
into more pronounced favor at Heinze 
Sac ee, that 7 
ma eves colors, 
<a especially. red_and ne predomi- 
na 





Jacobson in Firm 


Pew x FRANcIsco, CAL.—(UTPS)— 
J. Jacobson, formerly manager of 
a Bootery, Los Angeles, and more 
recently manager of Streicher’s Cos- 
tume Bootery, 231 Geary Street, San 
Francisco, has now been promoted to 
the position of vice-president and a 
member of the board of directors of 
the latter firm. 


C. B. Field Addresses 
Boston Advertising Men 


Boston, MASS. 
—Charles B. 
Field, vice-presi- 
dent and general 
manager of _ the 
Ground Gripper 
Shoe Co., of Bos- 
ton, was the fea- 
ture speaker at 
the regular weekly 
meeting of the 
Boston Advertis- 
ing Club, held 
May 21 in the 
Georgian Room 
of the Hotel 

Statler. 


In an interesting way, Mr. Field 
discussed present-day problems in the 
shoe industry, dwelling on its highly 
competitive nature. He traced its de- 
velopment from that period, ten years 
ago, when style first began to make 
itself felt as an important factor, to 
the present day when, although style is 
still in the saddle, there has come into 
existence an increasing demand for 
shoes with corrective features. He 
then passed to a more intimate dis- 
cussion of the problems confronting 
his own company in the marketing of 
their merchandise; told of the various 
forms of advertising used by them; 
and explained the usefulness of each. 


Cc. B. Field 


Opens Fourth Store 


Lone BeacH, CaLt.—The fourth of a 
chain of Dr. A. Reed Movable Arch 
shoe stores opened here this week with 
L. B. Salisbury in charge. Before be- 
coming associated with Ira L. Brown, 
Mr. Salisbury was with the Cantilever 
Shoe Co. in Chicago. Holeproof hos- 
iery will be carried in this store, as in 
the other Movable Arch stores owned 
by Mr. Brown. 


New “Boston” Store 


Los ANGELES, CaL.—(U T PS)— 
Under the management of Mr. Webby, 
the Boston Shoe Company has opened 
a new branch store at 5054 York 
Boulevard, featuring Red Goose shoes 
for women, Peters shoes for men, also 
a datat s and Endicott-Johnson 
ines. 


Store Name Changed 


OKMULGEE, OKLA.—George L. Giles, 
owner, announces that the name of the 
Peacock Shop at 210 West Main Street, 
has been changed to LaMode Boot 
Shop. The ownership and operating 
personnel remain unchanged. 





Manufacturers Clarify 
Style Show Stand 


New York, N. Y.—To clear up 
some misunderstandings regarding the 
attitude of the National Boot and Shoe 
Manufacturers Association regarding 
its attitude toward shoe style shows 
and leather expositions as contained in 
the association’s resolution adopted at 
the January convention, the board of 
directors of the organization at a re- 
cent meeting adopted a new resolution 
of explanation at a meeting at the 
Hotel Roosevelt, New York, on May 7. 
The association has just released the 
resolution for publication. Copies 
have been sent to all associations in 
the industry. The explanation as con- 
tained in the resolution reads as fol- 
lows: 

“First:—No action of the Board of 
Directors of the National Boot and 
Shoe Manufacturers Association can 
be properly construed as disapproving 
of conventions of retailers, except 
where space is sold under certain con- 
ditions to the manufacturers to exhibit 
shoes, or where space is sold in pro- 
grams to manufacturers, or where 
hotel rates are advanced beyond the 
regular normal rates of the hotels, or 
where an exorbitant registration fee 
is charged to manufacturers for the 
display of their merchandise in hotel 
rooms. 

“Second:—Neither can any action of 
the National Boot and Shoe Manu- 
facturers Association, or of its Board 
of Directors, be properly construed, to 
indicate that the Association has re- 
ceded from its original position that it 
would be a desirable thing for the in- 
dustry to have two, and only two, ex- 
hibitions conducted each year, one in 
the East and one in the West or Cen- 
tral West, under the joint auspices of 
the several Associations and branches 
of the industry, including the tanners, 
manufacturers, wholesalers, retailers, 
travelers, and other branches of the 
industry. 

“Third:—It- has been found, how- 
ever, that under present conditions 
and in view of the other important 
undertakings now before the industry, 
that it is not considered feasible to 
attempt to promote such an undertak- 
ing during this year, or until the sev- 
eral National associations are properly 
organized and financed to permit of a 
successful national exhibition, of such 
a character that would unify the sever- 
al branches of the industry and reflect 
credit upon the entire industry. 

“Fourth:—In the opinion of the 
Board of Directors of the National 
Boot and Shoe Manufacturers Associa- 
tion, nothing can properly be con- 
strued from anything contained here- 
in, or from previous actions of the 
said board, to indicate any lack of ap- 
preciation of the efforts and good 
work of the National Shoe Retailers 
Association, of the Tanners’ Council, 
or any other association in the in- 
dustry; and the Board of Directors of 
the National Boot and Shoe Manufac- 
turers Association wishes to express 
its desire to cooperate with these as- 
sociations in the industry in every pos- 
sible and practical way; and is taking 
this action only to explain its position 
and the reasons therefore.” 
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BATES 
LACINGS 





































Shoe made by 
Hill Bros. Co., Hudson, Mass. 






The Patent Leather Lacing used is 3/32” wide. It is A strap lace made of Black Calf completes the effect. 
cross laced through perforations on the tip, and the 







inlay on saddle is effectively held by the same patent Women’s manufacturers prefer the kid lacing and a 
leather lacing. light weight patent. 

It is also made in calf and kid in two widths 2/32” 

and 3/32”. Samples on request. 
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M-H- BATES CO: 


257 CENTRE ST., BROCKTON, MASS. 


MANUFACTURERS OF SHOE TRIMMING INCLUDING THE 
* WELL KNOWN BATES WELT * 














‘Duflo” 


Insole Smoother 
A New Tool for Your 

















Shoe Store Those = buy Riding Boots want the 
English Riding Boots are the acme of pertection in 
Insoles are made smooth and both cut and quality. Manfield Boots are worn by 
comfortable by the use of the the ‘thrusters’ with all the Hunting Packs in England. 








“Duflo” Smoother. GENTS. LADIES. 
. C. D. Widths. A. B. C. D. Widths. 

Rough or Bunched up places can Tan and Riack- - 12.25 Tan and Hilack- 11. 25 

be smoothed down easily. que ae Se Boots a3. 33 Tan and TFs 8.0 












“Duflo” Insole Smoother cuts 
close down to tip of shoe and 
edge of insole without cutting 
lining or upper. 

Adjustable at screw-head and 
handle to take care of different 
angles. 


A Handy Tool to Use— 
“Duflo” Smoother 


Your Jobber can supply or 
Write direct 


F. W. Whitcher Co. 
179 Lincoln St. 
Boston, Mass. 


MANFIELD & SONS 


922 Chestnut St. 
PHILADELPHIA 


IN STOCK 


SEND FOR CATALOGUE 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES ‘WANTED vertisers desire replies forwarded direct to their address 
4c per word. Minimum Charge 75c. each word of their address must be counted in the ad- 
ALL OTHERS : and paid for accordingly. 
7c per word. Minimum Charge $1.25 wnneEES eae) Gee Mee ated 
Payment in advance is required, except when regular 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch . advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











A SPLENDID LINE us an Salesmen Wanted 


Of Women’s high grade MeKay “Arch Construction’’ 
gh A RF BR NOW sealable to embliinas and energetic. sa salesmen 
oly — trade in the territories: * 
ODE ISLAND, CONNECTICUT, MAINE, NEW HAMPSHIRE, VERMONT, NEW YORK salesme nall 
SYATE, ILLINOIS (Exoest Chicas). ome My Mie aoc Be rte A 
This line offers real caperenty for big earnings. Will consider salesmen with following, 
garry it ss companion ling. It is, barring none, the best $4. $4.00 retailer. IN ot COMMISSION high grade corrective welts has 
per cen ve Tu particulars erences 

" opening for successful side line 
nites RONG exe Se te Gite Geman, Oe. Geta: Gain, Dati, 1a men in E tern, Middle West 
and Southern States. Twenty- 
five fast moving in-stock num- 


bers. Unlimited opportunity. 

A Thousand Dollar Bonus Annually! Commission, seven per cent. 

: : 4 ie State line now carrying. Ad- 

Sounds interesting, doesn’t it, but the thrill of ownership is dress B-118, care Boot and Shoe 

much more so. There is no catch about it. It simply is a reward Recorder, 189 West Madison St., 

for services rendered, a premium any intelligent, hard working, Chicago, Illinois. 
effective planning salesman can earn every twelve months. 

retail, women’s welts. Only experienced 


The line, Red Wing Work Shoes and Boots, is enjoying its 
-si H setrs ‘ " who has a good grade turn line and 
twenty sixth year of National distribution. page Fey trade ph nary Ray Give full par- 
Desirable territories everywhere ready for action July Ist are oe, Adar vom mn r Best’ a. Shoe 
Philadelphia, 


now open. Write for application blank and further particulars. oe. 214 South 12th St., 
RED WING SHOE CO., Red Wing, Minn. SALESMEN WANTED — Territory = 


Eastern Pennsylvania, Washington, 
-_ Stylish line children’s and misses’ turn 
hoes. Address B-149, care Boot and Shoe 
SHOE salesmen to carry as a side line Recorder, 80 Federal St., Boston, Mass. 


wanted to 
Salesmen Wanted Beg Fy yg Fe 
Nationally advertised line of In-Stock B-61, care Boot and Shoe Recorder, 80 pejceal SALESMEN WANTED—To sell fast line 
Leather House Slippers. Side line men St., Boston, Mass. popular priced women’s novelty shoes, in 
who live on tonsttony os and travel by auto. stock proposition. Established trade required, 
sn a Am a ha 4 groiet ae z=. kyr manehiy. 
erred. tories con- LINE better ubmit references. e care Boot 
re aaa sam £75 % and Shoe Recorder, 80 Federal St., Boston, 


sidered. 
Address B-142, care Boot and Shoe Re- ys 
corder, 80 Federal St., Boston, Mass. commission, — 
IGH-GRADE salesmen for line of Phila- 


delphia made Littleways—Southern and 
239 W. 39th St., New York City, N Pennsylvania territories. Star Footwear Man- 
ufacturing Company, Philadelphia, Pa. 


WANTED— Salesman for Eastern Pennsyl- " 
C ALESMAN for Mai d N H hi 
vania and 1 Regions to ca four num- S carry line of children’ .. ‘ond women's’ welts, 


For Texas and Oklahoma — Pn ge coe pnt oxfer ith — in McKays and Stitchdowns. Stock department. 
H tec’ aes, ppty With reserences. Commission basis. Add B-140. 
to sell snappy line of ladies Rohrer & Company, Orwigsburg, Pennsylvania. and Shoe Recorder, 80 Federal St. Boston, 
in-stock novelty footwear, Mass. 
H AVELING salesmen to carry st sell- 
retailing at “os 00 and Tin tine of shoe ‘ornaments ~ side line bind 
“i ollowing in women’s ity shoes. FO ALE 
$4. 00. f — ul oppor 7 excellent “enportunity Pia! right R s 
real pa erritories ew Sout! 
tunity for ustler. Middle West. Send references and exact terri: 
tory pine in first letter. Address B-128, ‘es 
Address Murray Shoe Co. Gire Poot end Shee Reorder, 239 W. 39th Factory Fittings for Sale 
Shafti Motors, Pulleys, Si Ma- 
704 North 9th Street, chines, etc. Muller by Dryer Sys. Corp., 
XPERIENCED shoe salesmen with good fol- Dryer. For information apply 
lowing to sell to the retail trade for New 
A. JOHNSON 


Tersey Connecti G. 
Boot and 4 shoe Recorder, aoe wv jonk St. 68 Perkins Sven Zeotaton, Mass. 
Vy. e le 


New York City, N. 

















SALESMAN WANTED to carry line, $10.00 










































































WANTED— Retail shoe salesman for July 
and August with possibility of permanent Pe SALE—Physical culture shoe shop in- 


ion if satisfactory. Write The Broadhurst- re, ~ stock, fixtures and sense——chenp. 
oung Shoe Company, Denver, Colorado. A. Keeler, 139 E. State St., Trenton, 
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FOR SALE 





HELP WANTED 





WANTED TO PURCHASE 








FoR! SALE OR RENT—Modern shoe factory. 
Completely equipped. Ready for operation. 
Maximum production 700 pairs daily. Ideally 
located in progressive town of 10,000. Attrac- 
tive terms. Address Fs ae Shoe Mfg. Co., 
Box 417, Charlotte, N. C. 





LINE WANTED 











OME shoe store group needs a 
general manager, versed in 
buying, leasing and management. 
Such a man, with the highest char- 
acter references, available at once. 


Address B-148, Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 











tention given. 


624 Breedway 





If you contemplate selling your 
entire or surplus stock com- 
municate with us. 


KIRSCH-BLACHER CO., INC. 


Phone Spring 1443 


Prompt at- 


New York 





SALESMAN 


With long experience and established 
clientele among Chicago .buyers in the 
loop as well as outlying stores, may be 
open to consider a line of medium priced 
and better grade women's shoes for Chi- 
cago and Chicago district. If nationally 
known line all the better. A line will 
only be considered that is in a position 
to adequately service and to meet Chicago 
trade requirements. Can meet all require- 
ments as to references. Address B-147, 
care Boot and Shoe Recorder, 189 W. 
Madison S8t., Chicago, Ill. 








Do You Want an Experi- 
enced English and Con- 
tinental Representative? 


Well-known English shoe stylist 
and sales representative who has 
had broad experience in’ Great 
Britain, the Continent, and the 
U. S. A. is desirous of securing 
representation of an American 
line of shoes or shoe accessories 
for foreign territory. Has estab- 
lished headquarters in London 
and is intimately acquainted with 
leading manufacturers, wholesal- 
ers, and retail buyers. Has a 
splendid record of success and can 
furnish the best of recommenda- 
tions to interested party. Has 
many friends in the American 
trade who can vouch for hig in- 
tegrity and ability. For further 
particulars address: 
EXPORT B-153 


Boot and Shoe Recorder 
80 Federal St., Boston, Mass. 











SALESMAN, New York, has following, wants 
to —s —_, reliable firm. Address 


39th St. New York ‘= N. Y. 





SALESMAN with nice fast record whose con- 
tract terminates July 1st, will be open for 
a cheap line of ladies’ and men’s McKays that 
retail no higher than $2.85. Now covering 
southern territory for a high class western 
firm. Write B-141, care Boot and Shoe Re- 
corder, 80 Federal St., Boston, Mass. 








WANTED—Misses’ and children’s line for 
Southwestern part of New York State. 


Travel by car. Address B-143, care Boot and 
— pores. 239 W. 39th St., New York 
ity, 





WANTED—By experienced salesman with 

large following in Southwestern New York 
State, line of women’s popular priced novelty 
shoes. Address B-145, care Boot and Shoe 
ae 239 W. 39th St., New York City, 








THOROUGHLY experienced salesman cover- 
ing New Jersey territory for past ten years 

with car, wants ladies’ ey retailing from 

ee to $6.00, or other line. Maurice 
. Seopp, 49 South 13th sed Newark, 


ANTED—By thoroughly rienced sal 
eo who has ily Covered Central 





ty | eee at ix. i, B-113, 
and Shoe Recorder, 80 Federal St., 






















POSITION WANTED 








POSITION WANTED—S d sal of 
women’s shoes well acquainted with leading 
buyers in Wisconsin, Minnesota, Michigan, 
-_ for a real line. Address B-132, care Boot 

Ss Recorder, 189 W. Madison St., 
Chicago, Illinois. 





SHOE BUYER—Ladies’ shoes. Age 38. Con- 
fident of putting over a department big. 
Address B-144, care Boot and Shoe Recorder, 
239 W. 39th St., New York City, N. Y. 





POSITION WANTED — Experienced, high 
powered shoe salesman, wants position as 
traveling salesman or manager of shoe store. 
North and South Carolina or Virginia pre- 
ferred. Address P. O. Box 57, New Bern, 





BUSINESS OPPORTUNITY 








AN HAVE A BUSINESS PRO- 

FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Basy terms 
- Puy § openings everywhere with 
the trade you can attend to. No capi- 

to buy; no 


tal required or mney or 
soli ting Address Stephenson \bora- 
tory, 21 Back Bay. Boston, 


(Estab. 40 years.) 


You necerce HIGHEST PRICE 
for your entire stock, odds and ends, or 
surplus lines, ask us for our bid. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 
TELEPHONES-CANAL 6874 or 0655 


Cash transactions. 








Ends. Unexpired 


436 Grand St. 





Quick Cash Buyers 
Retail Shoe Stores—Stocks or Odds and 
Phone or write. 


POSTER @ DEUTSCH 
Dry Dock 0 


leases taken over. 


New York Ci 
352 a 











MERCHANTS’ NEEDS 











MERCHANTS’ NEEDS 













































‘THE big H-W line of shoe store 

chairs covers all seating 

needs. The type of chair, shown 

above, will deliver satisfactory 

service over a period of many 

years. Investigate our free 
seating service. 





Prite fer Samples 
and 


$39.50 


For Complete 
Set 








Consisting of 1 table 


stands 12-18 and 24, 
assorted. 


Solid 
Walnut. 


Wi ed §6Bases 
M Connections. 


of Window Fabrics 


American 


Window Valances 


THE HECHT 
233 South Wells St. 


FIXTURE CO. 
CHICAGO 


















SHOE 
7 N=) 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39W 3474ST. NYC 


Pndne 















WAR-LoLol. E-t1 mt -1k.1e, 
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—WINDOW 
IDISPLAY FIXTURES 


| made bu 
| SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 
SEND FORCATAIOGg 








Move Shoe Dept. 


INDIANAPOLIS, IND.—(UTPS)—The 
ladies footwear section of the L. S. 
Ayres & Company, has been removed 
from the second floor of the store to 
the fourth floor. The department re- 
mains in the north building, which is 
the old part of the store. The change 
with many other departments, was 
made after the new addition of the 
store was completed. 


Wm. Fleming Dead 


INDIANAPOLIS, IND.—(UTPS )— 
William Fleming, 62 years old, and 
for twenty-five years an employe of 
the Marott Shoe Store, died May 12 of 
heart disease. Mr. Fleming was only 
one of the many old employes on the 





Marott pay roll, having entered the 
services of the store in 1904. 


New Boston Firm 


Boston, MaAss. 
—Max M. Adler, 
formerly of the 


W olpert- Adler 
Shoe Company of 
this city, and Max 
Sherman, until re- 
cently connected 
with the Dryzer- 
Rosenberg Shoe 
Co., of New York 
City, have formed 
a partnership to 
act as manufac- 
turers’ representa- 
tives. Arrange- 
ments have been made to sell the en- 
tire output of four factories manu- 
facturing women’s and _ children’s 
shoes, the former 
being styleful 
novelties retailing 
at popular prices. 
A large suite of 
offices has been 
taken at 215 
Essex street on 
the first floor. 

Mr. Adler is 
one of the best 
known men in the 
wholesale end of 
the Boston shoe 
industry, having 
been connected 
with the business since his arrival in 
this country shortly after his gradua- 
tion from a German university. Mr. 
Sherman has had 18 years of experi- 
ence in styling and merchandising 
footwear. 


Max M. Adler 





Max Sherman 


Sport Shoes Moving 


INDIANAPOLIS, IND.—(UTPS)— 
Sport footwear is all the rage in In- 
dianapolis, and retail shoe merchants 
are selling more of this class of mer- 
chandise than ever. This is true of 
both ladies’ and men’s footwear, with 
the black and white combination out- 


selling the other numbers. The new 
spiked sole for women and the modern 
miss is meeting with excellent re- 


sponse from the public. Marott’s shoe 
shop has devoted an entire window to 
a sport footwear display, and other 
stores in the downtown district are 
giving much window space to the 
latest styles of sport footwear. One 





of the new sport numbers being es- 











MERCHANTS’ NEEDS 





ESTABLISHIO 14690 


LABEL 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 








cially featured is a loosely woven 
eather braided vamp number for 
men only. The Deauville sandal al- 
ready popular among the women is 
being conspicuously featured in all the 
stores and is winning popularity. It 
looks as though the sport footwear 
will be very popular in this city, and 
shoe merchants are prepared to meet 
the increasing demand. 





New Emerson Store 


LOUISVILLE, Ky.—(UTPS)—T h e 
Emerson Shoe Store, at 405 South 
Fourth St., Courier-Journal Bldg., is 
a handsome new retail place that made 
its debut a few days ago. Shoes for 
men and women in smart styles are 
shown. On opening day every lady 
purchasing a pair of shoes was pre- 
sented a pair of silk stockings. 





Opened Second Store 


LEXINGTON, Ky.—(UTPS)—B e n 
Levy and S. Chatoff, owners of Levy 
Bros. store at 353 West Main opened 
in May a second store at 139 West 
Main, the Brown Boot Shoppe, selling 
Brownbilt shoes, for men, women and 
children. Men and women salesmen 
are omeeres. Mr. Chatoff is man- 
ager. he gentlemen have operated 
the other store in Lexington for eight 
years. 











PATENTED 


and BROWN ELK 
HAND TURNED 


IN-STOCK 





insuring 
starting to ~ walk. 





FLEXIBLE ANKLE SUPPORT 
INFANTS’ FIRST STEPS 


BLACK - WHITE - SMOKED 


strong, straight 
ankles for babies just 


WANTED—salesmen in exclusive territories on good commission. 


SPORTINBAK SHOE CO. ™4*fiss-“” 


























12 Duencan 





A. W. GREELEY 


w% Boston office, 18 


; aK 
Experienced 
Merchants 


buy and rebuy Greeley 
Boudoirs year in and year out 
because they are the best house 
slippers made. Hand- 
turned in black and col- 
ored leather, rubber or 
leather heels. Ask your 


jobber—or write to us. 


st. ~ - Haverhill, Mass. 
Mr. Corrine awp MR. Care 
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ight 




















May 25, 1929 


BOOT ‘AND SHOE RECORDER 














Pp YIES ... that’s exactly 
| what I want. Even 








leat J though they are a 





half size smaller, this partic- 
ular style may be real com- 
fortable.” 


**Let’s slip them on, madam. Now, 
bear your weight, please, and step 
rather solidly. How do they 


feel?” 






“Well, this one seems a lit- 
tle too snug. But perhaps it’s 7 


imagination because they are 


“Nearly every- 
one’s feet vary, 
madam. Appar- 
ently your left 























Satisfy the Foot as well as the Customer 





foot is a trifle smaller. Our 
REPCO stretcher, however, 
will ease that shoe in such a 
PES way that it will never cause 


you discomfort.”’ 











@ Just how frequently this situation 
arises is best known by the salesman 
himself. His careful fitting 
gains and holds desirable 
> trade. In the retail shops an 








orderly equip- 


ment of stretch- 





ers is necessary 





— in all sizes. 


REPCO STRETCHERS 


The wood is fully seasoned rock maple 
and the blocks are conneéted by astrong 
steel hinge. The ation is easy, accurate 
and dependable, through a simple mech- 
anism—toggle joint and slow aaion 
thread screw. 


oe 























For Sale by Shoe Findings “Dealers 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 











J. K. Krieg Company, 39 Warren Street, New York City 
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A buying guide to 


The Boot and Shoe Recorder 


Serves in ides oth; Ae, dso ta 


Getting More Shoes Sold Right; not 
Fight price a the right pro we oft. right sccarer, in the Bancroft Walker Co., Boston, 
py age pes sen My ote chief purp Berkshire Footwear Corp., Holliston, Mass. 77 
the progress of the entire allied industries Blog Shoe Co., New York City 

eens eceagnaem ican teeecarass 4 Ribbon Shoe Makers, Inc., boy 4 a 


Bond Shoe Co., New York City 


In thts Tssue— Brooks Shoe Mfg. Co., Phila., Pa 


Burdett Shoe Co., Lynn, Mass 
To TAN OR BLISTER Tans Mean Profit 
In the Men’s Shoe Business This Burkley Shoe Co., Brockton, Mass 


Summer. 


FAMOUS WOMEN DESIGN SHOES.... For R. H. Macy & Company 
Sally Farnham, Neysa McMein Capezio, New York City 
and Lynn Fontanne. 


KEEPING STOCK BALANCED By F. O. Olson 
By This Simple System. Charchill & Alden Co., Brockton, , 7 


THE VOICE OF THE RECORDER Opinions of the Editor 


CASHING IN . As “Bill” Morgan Does It 
On the Fad for Tap Dancing. Cohen, Samuel, Shoe Co., Boston, Mass... 77 


Chapline-Mayer Shoe Co., Milwaukee, Wis. 21 


FOURTEEN FAMOUS FEET Misfitted but Active Commonwealth Shoe & Leather Co., Whit- 
7 


THe RETAIL SHOE SALESMAN By Helen M. Haney Eh s 
A Section for Salespeople. 
DISPLAYING THE USE OF SHOES Strong Selling Appeal 
Prize Winning Windows. 
AARON S. KREIDER PASSES ON Trade Loses a Leader 
Wuy Some Stores Are Passep By.. Need of Proper Trims 
TRIMS TELLING THE WHOLE Story.. A Thought in Each 
“SUMMERIZE” GALOSHES? ......... To Match Light Weight Coats... 
Why Not? Educator Shoe Corp., New York City 
WHo’s WHO ON THE ROAD By Helen M. Haney een a 
News of the Travelers. et: ae . a 
SHor MERCHANT NEWS 
SHoe MARKET NEWS 
OTHER REGULAR FEATURES. 


Corcoran, T. F., Co., Inc., Lynn, Mass.... 


Dorothy Dodd Shoe Co., Boston, Mass.. 


Evans, L. B., Sons, Wakefield, Mass 


Ford, C. P., & Co., Rochester, N. Y 





GETTING MORE 
SHOES SOLD RIGHT Gale Shoe Mfg. Co., Manchester, N. H... 


Gold Seal, New York City 
THE BooT AND SHOE RECORDER PUBLISHING Co. 2 isi, Seiad Atitse.... 


80 FEDERAL STREET, BOSTON, Mass. 
EVERIT B. TERHUNE, President Green Shoe Mfg. Co., Boston, Mass 
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Vice-Presidents 
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Secreta: Heywood Boot & Shoe Co., Worcester, Mass. 72 
ARTHUR D. DERSON 
Directors of the co: tion, in addition to Holland Shoe Co., Holland, Mich 

the above-named o' are as follows: 
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Owmn A, THOMAS CHARLES H. FurRBER R. L. Sewarp 
in Y. Doren Ideal Baby Shoe Co., Danvers, Mass 


SUBSCRIPTION RATES 
Tie omneiiatinn, neler ct the Boor anp SHom Recorpger is $3.00 mag ge Rte = which includes 
postage in United States, its es Canada, Mexico, Spain and its colonies and- South 
America (excepting Venezuela and the Guianas, which is $6.00). . 
FOREIGN SUBECRIPTION—The price to sil | foreign countries except the above is $6.00 per Johansen Bros. Shoe Co., St. Louis, Mo.. 


All subscriptions are eaie 4 in age Bong Single copies 25 cents. 
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ALF a sale is worse than no sale 

at all. We stage a one act play by 
Murray C. French in our issue of June 
first. The characters are a traveling 
salesman and a shoe merchant, and the 
entire theory of sweetening the clearance 
table is handled as only Murray can. 
It tells of what to do with the middle 
sized customers who 
clearance day happiness. 


never get any 


E are now coming into that part 
of the style year when the pull of 
the consumer is of more value than the 
Why should an 
to irregular, 
the two outdoor 
months of July and August, when 
there is money to be made on the 
sweetest styles of a summer season. 
In the first issue of June we will fea- 
ture the wide open spaces of the great 
mid-summer novelty season just ahead. 
Tariff or no tariff, here is an idea in 
footwear that knows no barrier, other 
than the cashier’s cage and the click of 
the cash register. 
ahead. 


push of the producer. 
industry give way un- 


profitable business, 


Sweet summer profits 
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VULCO-UNIT BOX TOES 


Constantly ps rtected and improved ... have always met... even 


Vv requirement as the shoe industry has progressed 


nm " P i, - 
LNCICIpPaclcead CvVvel 


deve lOpPmM« nt 


/ J; / \{ } / 4 {) / By 


SECKWITH MANUFACTURING COMPANY 


IELDOING. BOSTON 








